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HAVE YOU SHOWN YOUR PROSPECT HOW TO INVOICE 
THE TRUE RELATIONSHIP BETWEEN HIS ADMITTED 
RESPONSIBILITIES AND HIS ESTATE AS IS? 
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Self Measurements of Insurance Needs 











Send to the NATIONAL LIFE INSURANCE COMPANY 


Montpelier, Vermont, for a set of 


“SELF MEASUREMENT BLANKS” 
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Perfect Protection Opportunities 


Strong men seldom appreciate the need of life insurance until it is properly brought to their 
attention. A wave of the hand and great wheels begin to turn for them. A finger on a button 
and men spring to do their bidding. In factory or office, in industry or finance men scorn the 
need of protection. The lesson of life insurance must be driven home to them. Never is it sought 
over the counter, but always it must be sold. And because it takes big strong men to meet other 
big strong men, life insurance presents big opportunities. 


Not so many years ago the life insurance business was considered a place for the derelicts of 
other businesses; men fit for nothing else could eke out a living peddling policies to their friends. 
But to-day the business of life insurance looks for successful men of affairs. The life insurance 
agent of this day and age must be a man of vision. He must bea fighter. Heneeds brains. He 
must have resource, wisdom and wit. He must be tactful and well-mannered. And surely he 
must be a well-dressed and polished man of the world. In fact he must have every qualification 
necessary to a big business executive. To such men the business of selling life insurance does ¥ 
indeed offer wonderful opportunities. For such men there is no business offering greater inde- 7 
pendence and larger income than life insurance. 


To such men the Perfect Protection offered by the Reliance Life Insurance Company of Pitts-§ 
burgh, Pa., only adds to the possibilities which already stretch before them. Perfect Protection 
to them means easier sales and better satisfied clients. It means a larger field of prospects, it | 
means less objections to be overcome. All this because the Perfect Protection Policy has been § 
developed with the greatest care to give its holders protection at every possible point. Perfect} 
Protection policies give to their owners the peace of mind that comes from the absolute knowl-} 
edge that every contingency is provided for. 

These advantages are for every man to seck. A word to the company will bring you com- | 
plete information. If the business of life insurance offers great opportunities, and it does, add to} 


those opportunities a connection with the Reliance Life. 


The RELIANCE LIFE INSURANCE COMPANY 


of PITTSBURGH, PENNA. 
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ACQUISITION COST CHARGES DENIED 


BCase Now Rests Before New York Superintendent of Insurance 


Casualty Companies at Odds 


LLEN the New York City Agency Committee 

of the Conference on Acquisition and Field 

Supervision Cost met on June 15, it re- 

solved to bring before Francis R. Stoddard, 

Jr., Superintendent of Insurance of the 

State, charges to the effect that six named 

companies had been guilty of practices 

detrimental to the acquisition cost plan as 

formulated last fall. A resolution to that effect was drawn up 

and it was provided that a sub-committee be appointed to take 

the matter up with the New York Superintendent. The min- 
utes of the meeting were dated June 25. 

The appearance of the circular making public the specified 
charges was the signal for an instantaneous response from the 
officials of the companies named therein, one particular point of 
resentment being the fact that the action of the committee was 
taken without the knowledge of the companies against which 
the accusations are directed. At first there was some con- 
fusion as to whether the National Bureau of Casualty and 
Surety Underwriters had sent out the circular or not, but a 
representative of THe SpEcTATOR learned that the action ema- 
nated entirely from the Conference on Acquisition and Field 
Supervision Cost, which is a separate bureau for the purpose its 
title implies. The New York City Agency Committee of the 
Conference is made up of ten companies, three of which are not 
€ven members of the National Bureau and have no connection 
with it. The other seven are members both of the National 
Bureau and of the Conference, but there the relationship be- 


tween the two bodies ends, their aims and desires being different 
and divergent. 

(4. I’. Michelbacher, secretary of the Conference, when inter- 
viewed on the subject, declined to discuss any phase of the situa- 
tion and simply said: “The resolution provided for the forma- 
tion and appointment of a sub-committee to lay the proposition 
before Mr. Stoddard, where it now is and where it will remain 
until he takes action.” The six companies named have denied 
the charges and claim that they are founded on hearsay evi- 
lence alone, the claims being substantiated by offers to submit 
to such examination as will convince the committee and the 
Superintendent of Insurance of New York of the fallacy of the 
implications. ‘The text of the resolution promulgated by the 
committee of the Conference reads, in part: 

\Vhereas, It is common knowledge that the following com- 
panies are openly violating the rules with respect to acquisition 
costs in New York city; 

Therefore, be it resolved, That this matter be brought to the 
attention of the State Superintendent of Insurance, calling at- 
tention to the fact that if these companies continue the practice 
of paying excess commissions that it will lead to the demoraliza- 
tion and perhaps the absolute failure of the attempt to limit ac- 
quisition costs. 

What the outcome of the situation will be cannot be foretold 
or predicated until the office of the Superintendent of Insurance 
of New York chooses to make public its opinion, or the com- 
mittee of the Conference sees fit to disclose the results of its 
sessions with Mr. Stoddard. Meanwhile the case rests with 
both the casualty companies and their agents awaiting develop- 
ments. 
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NEW ENGLAND AGENTS’ CONVENTION 


Resolution Filed Against Annexes--President James L. Case Returns! | 


from California to Attend Sessions 


was probably the greatest gathering of 
local agents ever held in New England 
persed last Thursday when the second annual 
convention of the six New England State Asso- 
ciations of Insurance Agents came to an end. 
Crowded to more than capacity, the Maplewood 
Club, New Hampshire, where the meeting was held, overflowed 


of 700 agents, 


dis- 





to neighboring hotels and cottages, upwards 
executives and specials being housed in the towns of Maplewood 
and Bethlehem. Many of the men brought their wives and 
families with them, and these swelled the total entries on the 
hotel registration books. 

As was reported by a staff correspondent in last week’s issue 
of Tur Spectator, the convention began with a get-together 
dinner on Tuesday evening, at which the guest of honor was to 
The 
Governor’s attendance was rendered impossible by the inter- 
ference of State affairs, dinner an informal business 
meeting was presided over by Ivan E. 
New England Advisory Board, who welcomed the delegates and 
These 


have been Governor Fred H. Brown of New Hampshire. 


so after 
Lang, chairman of the 
introduced the two speakers of the evening. were 
Thomas B. Donaldson, president of the Insurance [ederation 
of Pennsylvania, and W. H. of the National 
Association of Insurance Agents. Mr. Donaldson’s topic was 
“Agents’ Qualification Laws,” and he detailed the efforts made 
in Pennsylvania to put into effect the 


Bennett, secretary 


1ew plan there which re- 
quires personal examination of applicants for licenses as agents 
and brokers and a decision as to their fitness to enter or remain 
in the business. 

The authority 
Pennsylvania, said the speake 
efficient that the Philadelphia board in one week was able to 
Detailing the working of this plan, 


of the advisory boards as now operating in 


r, is practically absolute and is so 


examine 175 applicants. 
Mr. Donaldson said: 


Briefly, the advisory board plan, now working in about thirty- 
five centers, was inaugurated by the Insurance I*ederation ask- 
ing all insurance folk of record—whether or not members of 
the Federation—to meet and elect representatives for the three 
major branches of coverage—life, fire, casualty. .\s a rule, five 
were selected for each branch, a general secretary elected from 
the fifteen board members or from outside their ranks, and each 
section named its own chairman. ‘The general secretary is the 
working factor—the direct arm of the Insurance Department. 
As a matter of history, we named as volunteer examiners for 
the department, under commission, the respective officers of the 
boards. For the first time in insurance in American history, 
insurance men were recognized as such, by statutory appoint- 
ment. That is to say, by exercising the statutory privilege of 
naming special examiners, without pay. 

In Pittsburgh and Philadelphia, the congested centers, the 
boards were split up into eleven sections to cover industrial life, 
ordinary life, beneficials, mutual fire, reciprocals, casualty, 


surety, and so on, and with a large number of board members 
in both districts to expedite the examination of applicants for 
license. 





Mr. Bennett's address was more in the nature of a plea for 
co-operation and an expression of his pleasure at being able to 
attend than anything else, he believing it best to withhold his 
opinions on underwriters’ annexes, which had confidently been 
expected, until the business session next day. 


First MORNING SESSION 


The delegates to the convention gathered in the ballroom of 
the Maplewood hotel promptly on Wednesday morning and the 


session got under with a large number, many of them 


f the New England 
presided and read his report regarding the 


way 


women, present. Ivan IX. Lang, chairman of 


Advisory Board, 


Thursday | 








ow eee 


work of the associations since the convention of the previous i 


year. As detailed in THe Specraror of June 28, this report 
showed that the only quesiton left to be settled was the stand- 
ardization of forms and that this was to be taken up again at 
fall. The speakers of the morning 
Joseph P. Dumas, manager of the Boston branch of the 
\utomobile Underwriters Bureau, who spoke on 
“The Theft New England”; Col. 
Wilham B. Burpee, president of the National Automobile Un- 
derwriters Conference, 

Donald G. 


Association, 


a special meeting early in the 
were: 
Detective 
Automobile Situation in 
whose address is given elsewhere in 
North, president of the Connecticut 
who the 
and urged the adoption of an agents’ 
to that his State, and 
Cook, president of the Rhode Island Agents Asso- 
who handled the subject Automobile 


these pages; 


\gents presided over discussion on 
“Agency Qualifications” 
qualification law similar 


James W. 


ciation, 


operating 


“Competition of 
Dealers.” 

RESOLUTIONS FILED 
Mr. 


reading of a resolution condemning the competition of automo- 


The outstanding feature of Cook’s discussion was the 
bile dealers as being subversive to the best interests of the busi- 


ness. The text of the which was referred to the 


committee on resolutions and later adopted, was as follows: 


Whereas: The competition on the part of automobile dealers 
is unfair to the regularly established fire and casualty agents, 
and not in harmony with the .\merican Agency System, and 

Whereas: The appointment of such dealers as either agents 
or brokers is a dangerous departure from the principles advo- 
cated both by the National Association of Insurance Agents and 
the insurance companies co-operating with us; therefore 

Be It Resolved: That the members in attendance upon this 
New England convention are unanimously opposed to the con- 
tinuance of this growing evil and call upon co-operating com- 
panies, both fire and casualty, to terminate all such relations at 
earliest possible moment. 


resolution, 


W. H. Bennett took the opportunity offered by the morning 
session to reply to the questions regarding underwriters’ at- 
nexes recently made public in a letter by Mr. Hicks of the New 


(Continued on second page following) 


a 


Jersey Association and reproduced in the pages of THE SPEC- 
TATOR. [rom all appearances the sympathies of the audience | 
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THE COMBINED DEATH AND 


EXPENSE RATE 


‘THERE is presented on page 27 a 
| table which shows for forty-six of 
the older life insurance companies of the 
United States their combined death and 
expense rate to mean insurance in force 
for the year 1922, and year by year for 
the nineteen preceding years, as well as 
for the total period, 1903 to 1922, and for 
the four intervening quinquennial periods. 


It is of interest to note that the com- 


bined ratio of 1.62 per cent for 1922 
continues the downward trend .in_ this 
combined rate, which has been + tcadily 


and year by year decreasing since 1918, 
when it reached a mark of 2.16 per cent. 
the 
for the year 1922 is the lowest ratio at 
In the 
frst year of the period, 1903. the rate was 


It may be further noted that ratio 


tained in the entire twenty years 
DF 


2.25 per cent, the highest during the en 
tire twenty years; in fact, it will be seen 
that a rate of over 2 per cent was reached 
hut four times in the entire twenty years, 
and three of those years were the first 
three years of the period immediately pre 
ceding the life insurance investigation, 
and the fourth, the year 1918, was the 
year of the epidemic and the peak of high 
prices, 

lhe average rate for the entire twent\ 
Years was 1.01 per cent, and for the five- 
year period ending in 1922 it was 1.81 per 
cent, a first 
hve-vear period, 1903 to 1907, when the 


sizable decrease from the 


Copy ¢ ’ 1 1 . ~ : 
7 yright, hy The Spectator Company, New 


rk 


rate was 2.10 per cent, though but slightly 
better than the 1908-1912 and the 1913- 
1917 periods, when the averages were 
1.88 per cent and 1.84 per cent respec- 
tively. This combined rate is worthy of 
consideration by all interested in life in- 
surance, regardless of the angle from 
which they view it. As death and ex- 
penses constitute the two real outlets by 
which the assets of life insurance compa- 
nies are disbursed, it is upon the saving 
in these two items that the dividend rate 
to policyholders is largely based, and con- 
sequently when their rate is low, possible 
returns to policyholders by way of divi- 
dends are augmented. The death rate 1s 
subject to very little control by compa- 
nies and is subject to abnormal fluctua- 
tions which have their effect on this com- 
bined rate, as in the epidemic year 1918. 
Indeed, economical management of life 
insurance companies cannot entirely lead 
to a consistently low expense rate, as this 
item is subject to the general conditions 
which cause the raising of costs through- 
out the country, as well as to heavy taxa- 
tion, such as the companies have been 
subjected to in the past few years. 

The tabulation shows percentages of 
the combined outgo for death claims, ex- 
penses of management and taxes to the 
mean amount of insurance, year by year, 
for a period of twenty years. The data 
have been compiled from the annual re- 
ports filed with the insurance departments 
of the States. 


13dustrial 


various The companies 


transacting insurance are 
omitted from this table, owing to their 
necessarily high management expense. 


 gpeensnn business in the United 
States seems to be in a favorable 


condition after a temporary setback 
several weeks ago. There is still a dead- 
lock in building operations at New York, 
where employing contractors have re- 
fused as yet to meet the demands of cer- 
tain unions for largely increased wages. 
The railroads are doing good business 
and showing fair net earnings, while a 
record production of iron has been made 
during recent weeks. The writings of the 
life insurance companies have set a new 
high mark in the first five months of this 
year, with an increase of twenty-two per 
cent over the similar period last year, and 
the indications now are that the tremen- 
dous business of the peak year 1qg20 may 
he exceeded in the current year, On the 


5 


whole, the general business outlook is 
good, although fire losses are keeping 
well up to the highest level ever reached, 
barring the year of the San Francisco 
conflagration. 





IRE loss exceeding $34,000,000 in 

the United States and Canada, in 
May last, brings the total for the first five 
months of this year up to $187,199,800, 
according to the Journal of Commerce. 
This sum is nearly $19,000,000 larger 
than in the corresponding period last 
$5 1,000,000 
than in the first five 
1921. As the loss for the full year 1922 
was more than $410,000,000, the pros- 
pects are that this year will achieve the 
dubious honor of excelling any previous 
year, possibly barring that of the San 


and over greater 


months of 


year, 


Francisco conflagration, in the waste of 
property by fire. 





THE DIXIE FIRE 
HE report upon the examination of 
the Dixie Fire of Greensboro, N. C., 
has been awaited with much interest, and 
it is summarized in other columns of this 
It shows that 
the company is in good financial condi- 


issue of THE SPECTATOR. 


tion; and the examiners, though offering 
some recommendations as to the keeping 
of records, in general found the com- 
pany’s satisfactory shape, 
though their audit reduced the surplus by 
$29,427. True, the unpaid loss reserve 
was found short $42,872, but other items 


affairs in 


represented a higher charge against the 
company than was necessary, so that the 
surplus was reduced not more than $29,- 
427. The report refers briefly to the pre- 
liminary injunction secured to prevent in- 
terference with the carrying out of the 
reinsurance contract with the Hartford 
‘ire, but the report, having been com- 
pleted and dated April 30, could not deal 
with the conclusion of that matter, as 
the question of making the injunction 
permanent is still pending in court. The 
friends of the Dixie Fire will be gratified 
with the generally favorable nature of 
the report. 


Central Federal Fire to Start Soon 
The Central Federal Fire of Davenport, Ia., 
is expected to be ready for business by June 1. 
It will be under the same management as the 
Federal Surety Company, and will have $200,- 
000 capital and $100,000 surplus. 
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Lycurgus Ran the 
First Boarding House 


YCURGUS was the world’s first Bolshevist. 
He is another of the semi-mythical folks 
who, lived in Sparta ages and ages ago, and who 
was worshipped after death almost as a god. 


Plutarch, however, seems to figure it out 
that Lycurgus was real and a great law maker 
at that. Anyway, he operated on the theory 
all men are equal long before we wrote it into 
the Declaration of Independence. Nobles— 
especially in the half and quarter sizes—made 
no hit with Lycurgus. He provided one big 
national boarding house and fixed it so that 
everybody, rich and poor, should gather in 
the market place for breakfast and dinner. 
Incidentally, he decreed that the food should 
be contributed by the boarders themselves and 
this food could not be bought with money. 


In other words, the rich chap had to go into 


agriculture and raise his share of the prov- 
ender. This kept everybody in the country 
busy truck farming—except Lycurgus. 


Another even wiser arrangement Lycurgus 
made was to insist that the first man of the 
household should either plan ahead to pro- 
tect his wife or see to it that she had a second 
husband safely arranged for. Cash protection 
meant nothing to Lycurgus. All he wanted 
was to have every husband keep a storehouse 
so well filled that the widow would have enough 
to sustain her until she could get her bearings 
anew. 


it the simple times of Lycurgus this plan 
was real insurance against the proverbialrainy 
day. But today a well filled storehouse is 
not considered entirely sufficient. The thought- 
ful and loyal father that we all admire most 
uses life insurance to provide a definite estate. 


The Prudential 


ma SS Insurance Company of America 
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EDWARD D. DUFFIELD, President 
Home Office, Newark, New Jersey 
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New England Agents’ Convention 
(Continued from page 4) 


were with Mr. Bennett in his stand, and this | 
attitude was also evidenced by Edwin J. Cole, 


president of the Massachusetts Agents Associa- 
tion, who addressed the delegates on “Under- 
writers Agencies and Annexes.” Mr. Cole said 
that, although the number of underwriters’ 
agencies has increased from twelve in 1917 to 
than 150 in 1923, the practice of es- 
tablishing these and continuing them is not 
favorable to the best interests of the insurance 
business and is only another method of estab- 
lishing the multiple agency system. 

The speaker then offered the following reso- 
lution, which was remanded to the committee 
on resolutions, composed of E. J. Cole, Massa- 
chusetts, chairman; H. E. Foster, Massachy- 
setts; FI. W. Sise, New Hampshire; J. W. 


more 


Cook, Rhode Isdand, and D. G. North, Con- 
necticut : 
Be It Resolved: That this convention en- 


dorse the resolution adopted by the National 
Convention of Insurance Commissioners at its 
last annual mid-year session, reading as fol- 
lows: “That this convention declares itself as 
opposed to the formation or continuance in 
business of underwriters’ agencies or annexes, 
and that this convention further recommends 
that legislation be enacted in all States which 
will prevent the further existence of all such 
underwriters’ agencies or annexes.” 

And that we forward a copy of this resolu- 
tion to the National Association of Insurance 
Agents, and request that body to take similar 
action at its annual convention to be held at 
Buffalo, N. Y., in August, 1923. 


PRESIDENT CASE’s TALK 

Although it has been feared that James L. 
Case, president of the National Association of 
Insurance Agents, could not reach Maplewood 
in time for the convention, both he and Mrs. 
Case appeared at dinner Wednesday evening, 
having made the trip from New Orleans for 
the purpose of attending the Thursday sessions. 
Wednesday afternoon witnessed the golf 
tournament for ladies and gentlemen and also 
an interesting exhibition of the value of 
Foamite as a fire extinguisher when directed 
against burning oil or gasoline in the open. 

President Case, in his opening address on 
Thursday, reviewed the benefits which had ac- 
crued to the entire business of insurance through 
the gradual education of agents and the elimi- 
nation of the unfit, and decried the statements 
of those who were always finding fault with 
the institution and its workings. He was 
pleased, said the speaker, to again be in his 
native New England after such an extended 
tour of the country, and he hoped that the 
feeling was reciprocated on the part of his 
hearers. Touching on agents’ qualification 
laws, Mr. Case in substance said: “The agents’ 
qualification law has done more to raise the 
standards of the business than perhaps any 
other factor. As now working in Connecticut, 
it is apparent that it has progressed beyond 
the experimentation stage and is worthy of 
acceptance by communities everywhere as well 
as by agents themselves.” 

“Fire Prevention,” which was to have been 

(Continued on page IT) 
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ANSWERS A. W. HICKS 


Secretary W. H. Bennett Does Not 
Believe in Capitalizing Annexes 


DEFENDS “BULLETIN” STAND 


Strong Believer in Conference as Solvent 
for Present Difficulties of Insurance 
Business 
Walter H. Bennett, secretary of the National 
Association of Insurance Agents, has answered 
in detail the questionnaire of A. W. Hicks of 
New Jersey. In his answers Mr. Bennett quite 
clearly states the position of the association on 
the question of the day and strongly defends 
the editorial policy of the American Agency 

Bulletin. 

The first question relative to annexes was 
answered in Mr. Bennett’s talk at the New Eng- 
land Agents’ Convention, and published in Tuer 
Spectator for June 28. His answers to the re- 
maining questions are as follows: 

2—-What do you consider the principal objection 
to the existence of annexes? 

Answer.--There may be a difference of opinion as 


to “the principal objection’? to annexes. Perhaps one 


f the chief local ageney objections is that it violates 
the principle of sole or limited company representa 
set forth in division (c) of the answer to 
errogatory 1. From the viewpoint of public inter 
est the chief objections as brought out by the Com 


ssioners, are that annexes tend to reduce the ser 
ice fo the public, increase expenses and losses and 
itiply companies indefinitely without adding to the 

urity of their contracts. The public’s interest 
should always be paramount in this and all other 
3.—If it seems desirable to exterminate them, what 
nethods do you suggest? 





\nswer.—Agreement through conference between 
( lies and agents. 

4——As a solution, do you advocate their replace 
ment hy incorporated companies? If so, why? 


Answer.—No. 
5.—What means would you suggest for saving to 
anies the business they have accumulated 





annexes? 


Answer \ good faith attempt by all agents to see 
that the volume of business now flowing to a com- 
ny of mmpanies through a given annex shall be 


given to the parent company or companies relin- 





i » such annex, as recently suggested by the 
president of the National Association to the Muncie 
Recta 

board and others. 

ld the retirement or incorporation of an- 
nexes reduce the present number and prevent the 
gents? If so, why? 

incorporation of annexes 


ture increase of a 





Obviously the 
vould not in itself produce immediate reduction. The 
The future increase 
ir decrease of agents is a matter not solely dependent 


retirement of annexes would. 





upon the annex question. If the annexes were re- 
tired under the National Association plan of con- 
ference and co-operation, such retirement would be 
the first step toward the establishment of the sole 
or ited agency principle. 
National Association is not interested in re 

Iuei the number of competent service-giving agents. 
Our efforts have been directed toward the incom 
petent and ignorant ones who misrepresent the busi- 
ness and serve no public interest. 

7.—Would the retirement or incorporation of an 
nexes result in the elimination of the incompetent 
igent 

Answer.-—Ni Proner qualification requirements 
ould 

8.—-Will the action of the Muncie and the Okla 
ma City local hoards advance the spirit of confer- 
en nd co-operation between agents and companies? 
\nswer.-The action of these boards demonstrates 

d 


the need and importance of co-operation such as was 


contemplated by the (Western) Union resolution 


which sought to provide a tribunal wherein local 
board rules might be considered and, if approved by 


he joint conference committee, made binding upon 


the companies. We hope that the action of these 
boards will advance the co-operative theory of the 
National Association by calling attention to the lack 
of company consideration of local board rules and thus 
hasten the conference method. 

9.—Who should say when the number of agents 
ought to be reduced? 

Answer.—Preferably the companies and the agents 
through conference. The needs of the business and 
the interest of the public should be the determining 
factors. 

10.—How much of the anti-annex agitation is due 
to a feeling among agents that with the concerns 
out of the way there will be fewer agents and there. 
fore less competition? 

Answer.—This is a pure matter of opinion. The 
number of agents so feeling is probably negligible. 
The agitation is due to agents, company executives 
and Insurance Commissioners who believe that “the 
plan is wrong in theory and bad in practice, unfair 
to agents and subversive to the best interests of pub 
lic service.” 

11.—What advantages: over the present systems will 
be gained to (a) agents; (b) the companies and (c) 
the public, from a central rating and supervisory 
bureau as suggested by the Insurance Commissioners 
and apparently strongly advocated by the American 
\gency Bulletin? 


Answer.—The Central Rating Bureau system has 
never been “strongly advocated by the American 
Avency Bulletin.” It is claimed by advocates of the 
central system that the regional rating associations 


re operated without uniformity in rates, forms and 
practices and that “the remedy for these conditions 
would appear to be the establishment of a national 


agency for the computation of insurance costs and 
the national control of forms and practices.” 

The position of the American Agency Bulletin is as 
stated in our issue of June 1: “The proposals of the 
Commissioners are entitled to full and complete con- 
sideration by the companies. If they are for the 
good of the business they should be inaugurated by 
he companies rather than made mandatory by the 
Commissioners: if they are not wholesome, the Com- 


missioners have a right to know why they are not.” 

12.To you believe that any set of well-meaning 
State officials, none of whom have any practical 
knowledge of or experience in the technicalities of 
the insurance business, are sufficiently skilled to write 
out a set of rules or draw a prescription which will 
he likely {o ameliorate or cure any of the so-called 
managerial disorders that some believe afflict it? 
Answer.--Yes, through study, conference and co 
operation. 

13.—Tf they have the ability to do so, have they 
the right to compel its acceptance? 

Answer —Tf the work is the result of conference 
and co-operation, no compelling force is necessary. 

14.—Do those agents who are encouraging some 
of the Insurance Commissioners and trying to direct 
their course along certain lines realize the dangers 
they are courting? 

Answer.—-We know of no agents “who are encour- 
aging some of the Insurance Commissioners and try 
ing to direct their course.” 

15.—Is there not danger that such a policy may 
be construed by the companies as an attempted com 
bination against their interests? 

\nswer.—Covered in reply to 14. We know of no 
attempted combination against company interests. 

16.--Do you believe there is any legal justification 
for a limitation of agents by legislation or by the 
edict of, or exercise of authority by Insurance Com 
If so, what? 

A question as to whether a law is legal 


missioners? 

\nswer. 
hardly permits of other than an affirmative answer. 
Rut as answered in interrogatory 9, the preferable 
way for a limitation of agents is through conference 
between agents and companies. To a _ considerable 
degree limitation of agents will result from a practical 
ipplication of our suggested agency qualification law. 
We helieve legislation of this character, or the exer- 
cise of similar authority by Insurance Commissioners 


vested, has complete justification. 


7 


where so 





17.--If, as is claimed by some, there are too many 
igents and too many that are incompetent, will not 
this condition be corrected by the inexorable law of 
the survival of the fittest? 

Answer.—No. One hundred years of experience 
have not so proven, 

18.—What company or companies have pledged 
themselves not to appoint banks as agents if their or 
the public’s interests will be better served thereby? 

Answer.—Any company pledging itself not to make 
such appointments if “the public interests will be bet- 
ter served thereby’ would stultify itself. The Na- 
tional Association believes that the coercive power of 
credit lodged in a money-lending institution is un- 
fair competition. There is only one test to apply 
when considering the usefulness of any practice in 
the insurance business—does it serve the public in- 
terest? Under this test we have deplored the ap- 
pointment of officials and employees of banks, finan- 
cial concerns, mortgage and loaning institutions, as 
agents of insurance companies. Many companies are 
co-operating with the National Association in this 
principle, although no pledges have been asked. 

19.—There has been much talk of the classification 
of companies. Ilow would you arrive at an equitable 
general classification, and having made it, how would 
you put it in practice? 

Answer.—The National Association in convention 
assembled at Chattanooga, March, 1922, unanimously 
approved the report of the executive committee, which 
said: 

“We believe the time has come when local agents, 
members of the National Association of Insurance 
Agents, should carefully classify the companies fhey 
represent not only by their service to the agency but 
by their attitude towards the American Agency Sys- 
tem and the evils, largely the consequence of exces- 
sive competition, which threaten its destruction. In 
this connection we make particular reference to the 
following points which we feel are vital to our in- 
terests and* furnish the basis for a key to a proper 
classification of companies, 

“Outlaws.—Companies 


’ 


writing largely through 
brokers and without reference to the interests of local 
agents. 

“‘Non-boarders.—Companies making it a practice to 
encourage demoralization by operating outside local 
hoards at various points. 

“Direct writing—Companies writing insurance in- 
lividually or through pools and associations and not 
recognizing the right of local agents to receive a com- 
mission on all transactions. 

“Banks and trust companies.—Companies sacrificing 
legitimate agency interests for the temporary gain to 
be secured through the appointment of this class of 
agents. 

“Multiple agencies.—Companies aiding in the devel- 
opment of hostile public sentiment by. unbridled ap- 
pointment of non-qualified agents.” 

20.—As a cardinal sin, in what respect does the 
greed of a company for premiums differ from the 
sreed of an agent for business? 

Answer.—Where such greed results in unethical 
Legitimate business 
expansion either on the part of a company or an agent 


practices, there is no difference. 


commendable. 
Very truly yours, 
Water H. BENNETT, 
Secretary-Treasurer. 


East and West Branching Out 


The new East and West Insurance Company 
of New Haven is applying for admission to 
numerous States, and will build up an agency 
system independent of the agencies .of the 
Security and the New Haven Underwriters. 





Death of Edward Kubisz 
Edward Kubisz, for a considerable period 
an attaché of the New Jersey Insurance De- 
partment, died recently. 
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DISTRIBUTION BY STATES 


OF FIRE INSURANCE 
IN THE UNITED STATES 


1923 EDITION 


Shows the premiums and losses for 1922 
SEGREGATED as to class of business for 


EACH STATE and in CANADA 


in the following divisions 


Fire Insurance, Motor Vehicle Insurance, 
Tornado Insurance, Hail Insurance 
Total Business (All Classes) 

The statistics relating to Fire Insurance and Total 


Business are subdivided according to classes of com- 
panies as follows: 


STOCK COMPANIES 
MUTUAL COMPANIES 
LLOYDS and INTER=INSURERS 


Totals for 1922 and when possible for four previous 
years follow each division in each State’s record. 
There are also given two 
IMPORTANT RECAPITULATION TABLES, 
ONE COVERING BUSINESS OF 1922 
while the other summarizes the 


TRANSACTIONS OF 38 YEARS 


This valuable book is handsomely bound in leather, 
and should find a place on the desk or in the bag of 
every managing underwriter and special agent. 


PRICE, $20. 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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UNITED STATES BRANCH 
110 William Street, New York 


Horatio N. Kelsey, Manager 














THREE BOOKS OF REAL MERIT 


The Vest Pocket Book-keeper 


A simple and concise method”of]Practical Bookkeeping with instructions for 
the correct keeping of books of account. How to take off a trial balance 
sheet and finally close and balance accounts. 160 pages, 
artistic leatherette. Price $1.00 postpaid. 


The Real Estate Educator 


The New Edition contains the Federal Farm Loan Sys- 
tem. How to Appraise Property, How to Advertise 
Real Estate, How TO SELL REAL ESTATE, The 
Torrens System, Available U. S. Lands for Homesteads, 
The A B C’s of Realty and other useful information. 

208 pages cloth. $2.00 postpaid. 


The Vest Pocket Lawyer 


This elegant work just published contains the kind of 
information most people want. You can know the law— 
what to do—what to avoid. It is a daily guide—a 
manual of reference for the business man—the law student 
—the justice of the peace—the notary public—the 
farmer—the clergyman—the merchant—the banker—the 
doctor. 360 pages printed on bible paper. Cloth 
$1.50. Postpaid. 


THE SPECTATOR COMPANY 


Cuicaco OFrricE 135 WiLu1aAM STREET 
Insurance ExcuaNGE NEW YORK 


























FIRE AUTOMOBILE MARINE 


rt HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY HAROLD KNOx 
President Vice-Pres. and Gen. Mgr. Secretary 
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DEFENDS CONFERENCE 


Address of Col. W. B. Burpee Before 
New England Agents 





MANUAL RATES NECESSARY TO 
BUSINESS 


Organization of Automobile Underwriters 
Has Passed Through Trying Periods 
Colonel William B. Burpee, president of the 

National Association of Automobile Under- 

writers, in an address before the New Englaud 

Agents Convention at Maplewood, N. H., last 

week, went into considerable detail regarding 

the organization and development of the body 
which he heads. The automobile insurance 
business, during the past year, has suffered from 
the chaotic condition of the automobile market, 
resulting in considerable sharp criticism of the 

Conference. Mr. Burpee takes the occasion to 

defend the body and to show how essential 

to the business it is. He said in part: 

Having been requested by your committee to ad- 
dress these several organizations in joint sessions to- 
day and to take for my theme “The Insurance of 
Motor Vehicles,” I approach the subject with some 
timidity, realizing my inability to do it compicte jus- 
ramifications 


” 


tice, and appreciating keenly the many 
into which its consideration may lead us. 

I shall make a real attempt to consider the situa- 
tion not from the the National 
Automobile Underwriters Conference of which I hap- 
pen to be the present head, but from the 
standpoint of the companies and the local agents as 


only viewpoint of 


official 


well. Everything said must be taken as my _ in- 
dividual opinion and accepted as such. 

Needless to say, every person here realizes fully 
that the insuring of motor vehicles against the haz- 


ards of fire, transportation, theft, collision and prop- 
erty damage is a matter of comparatively recent devel- 
There is hardly a person in this room but 
almost, if 


opment. 


can remember when such contracts were 


unknown. 
until about twenty 


not entirely, 

It was not that the 
pioneer companies in the field of motor vehicle insur- 
to cultivate lines with some 
considerably 


years ago 


these 
with keen 
to follow. It is not 
automobile 


ance commenced 


boldness, and perception cf 
what was bound 
prehend the rapid growth of the 
try and the attendant rapidity with which insurance 


increased. 


easy to com: 


indus- 
have 


premiums on motor vehicles 


Status OF THE AUTOMOTIVE INDUSTRY 


As a brief example of how this has been expand- 


ing in recent years I would state that in 1917 the 
companies reporting to New York indicated about 
twenty-four and one-half million dollars for motor 


vehicle insurance, while in the year 1922 one hundred 


million dollars would be a_ conservative estimate. 








a Household Word by the 














at the present time approximately fourteen 
the United States. 
The magnitude of the automotive industry is well 


There are 
million automobiles in 


illustrated by recent. publications indicating an an 
nual production of approximately three billion dollars, 
while petroleum, the second greatest industry, is cred- 
ited with only two-thirds of that figure, and ‘the cct- 
ton industry is shown with an annual output of just 
leader. In the insurance 


world, it is second only to our principal line, that is, 


about 40 per cent of the 


fire insurance, 
Some experts seem to feel that the saturation yoint 


is near at hand—and surely we are approaching it 


when we have an automobile for every eight persuns 


in the country. 
How THE CONFERENCE CAME TO BE 
ORGANIZED 
The fire insurance rating and statistical organiza- 
tions were well started on a permanent basis betore 
motor vehicle insurance was known. As it increased 


line felt 
organ- 


in importance, the companies writing the 


the necessity of the steadying influence of an 


ization and our original automobile conferences were 


created. As this line of insurance rapidly increased 
in importance those executives who necessarily were 
obliged to view the situation country-wide and the 


influence of the motor vehicle lines on our general 


noted the 


inadequacy of the 
practice. The result 
Automobile 


organizations 
that 
Con 


business, 
actual was 
National 
ference was organized in June, 


developed by 
the present Underwriters 
| 


1920, the plan being 


a nation-wide conference for the following purposes: 
First.—To 


writing for all forms of insurance pertaining to mctor 


promote and facilitate scientific under- 


vehicles. 


Second.—To serve as a medium of exchange of in- 

formation. 
Third.—To 

of suitable, uniform 
Fourth.—To 


to devise reasonable and proper means cf 


secure the adoption, by underwriters, 


policy forms and clauses. 


procure and compile information and 


statistics; 


The Signature has been made 


John Hancock made the signature famous 
by signing the DECLARATION OF INDEPENDENCE 


iawn 
Calis 0 


Lire INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


Chartered in 1862, in SIXTY-ONE YEARS it has grown to be the 
LARGEST FIDUCIARY INSTITUTION IN NEW ENGLAND 


An Endowment or Income-for-Life Policy is the Policyholder’s 
DECLARATION OF INDEPENDENCE 








eliminating or reducing the hazards insured against, 
znd to promote intelligent 

Fifth—To prevent rebating 

Sixth.—To harmonize 
derwriting practices generally. 

With the National entirely 
of chief executives of companies and broadly charged 
organized tke 
five territorial, or local conferences, this number now 
to four. The scheme in general perhaps 
likened to the United States Government, 
in certain directions, and the various State 
charged and re- 
sponsibilities. It this organiza- 
at least the 
National Con- 
vention of Insurance Swampscott 
n 1922 when they went on record as advocating “the 
of a National Rating and Supervising 


underwriting. 
discrimination. 
and un- 


and 
methods of rating 


Conference composed 


with fundamentals, there were also 
reduced 
might be 
supreme 
with their duties 
apparent 
speaking, must 
mind at the meeting of the 


Commissioners at 


own 
that 
approach 


governments 
seems 
tion, broadly 


ideals in 


organization 


Bureau whose jurisdiction shall be national, and 
which shall assume supervision over fire insurance 
rates, forms and _ practices.’ 


At this point Mr. Burpee enumerated the 
various committees through which the activities 


of the conference are carried on and went into 


considerable detail as to their work. Continu- 
ing he said: 
First.—That the elimination of any stated sum as 


the amount payable would have the psychological 
effect of removing a temptation to invite a loss. 
amount would 


remove what is now considered a serious competitive 


Second.—The absence of a stated 


feature among conference members. 


Third.—Such a form would eliminate the criticisms 


of overinsurance charged as being granted by some 
companies. 
Fourth.—The collision cover is limited only to 


the value of the automobile. 
Among the strong arguments offered in 
t:. the proposal were the following: 
(Continued on page 25) 


opposition 
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DIXIE FIRE EXAMINED 


Results of President Bush’s Personal 
Department Contracts Assumed 
by Company 


SURPLUS REDUCED, BUT REPORT 
SHOWS $324,620 


Examiners Criticise and Make Recom- 
mendations—Underwriting Results 
Shown 
The Dixie Fire Insurance Company of 


Greensboro, N. C., was recently examined by 
the Insurance Departments of Virginia, North 
Carolina and South Carolina, as of December 
31, 1922. The examination covered the period 
from June 30, 1919, to the date above named, 
and the report shows the income and disburse- 
with the 
1922. 


some of the early history 


assets and_ liabilities 
After forth 
of the company, the 


ments in 


1922, 


on December 31, setting 


examiners state that it writes fire, motor ve- 


hicle and tornado coverage directly, and as- 


sumes other lines by reinsurance. It now 
writes direct business in Florida, Georgia, 
Massachusetts, New York, North Carolina, 


Pennsylvania, South Carolina; Texas and Vir- 
ginia, and reinsurance business in Colorado, 
Tllinois, Michigan, 
Nevada, New Hampshire, Ohio and West Vir- 


reinsurance of marine and 


Towa, Louisiana, Montana, 
ginia. It 
inland risks 
fire and other risks from the American Rein- 


accepts 
from the American of Newark, of 


surance Exchange (participation five per cent), 
and of fire risks from the Merchants of New 
York and a group of seven companies. It also 
fire risks under 
policies from Hay Brothers & 
Raleigh; the Newark (Atlanta 
and the Southern department of the Royal, the 
Rockford office of the Security, the Niagara 
Fire, the Calendonian, the Yorkshire and Frank 
& DuBois, New York. 


accepts reinsurance on open 
Reynolds, 


Fire office), 


PRESIDENT BusH Hotps DEPARTMENT 
CONTRACTS 

President H. R. Bush is department manager 

for 

Yorkshire, 

Newark, 


himself, 


the Carolina-Virginia department of the 
the American of 
] 


under contracts made between 


Caledonian, and 
acting 
as an individual, and those companies. 


The commissions from operations under these 


contracts are treated entirely as income of the 


Dixie Fire. In preparing the company’s annual 
statement these commissions are deducted by it 
the 


hereby showing the contract commis 


from various underwriting expense ac 
counts, 
disbursements 1n- 
Although 
the department contract business is handled as 
t] 


sions as a deduction from 


stead of as an increase of income. 


Dixie, we con- 
Bush. Profits 


or losses resulting from the handling of thes« 


a part of the business of the 


tracts are the property of Mr. 


contracts enter into the underwriting gain or 
Definite allocation of ex 
the 
these contract companies cannot be determined 


the 


loss of the company. 


penses incident to handling business for 


from the records of company, as such 


expenses are entered in the company’s books 





along with and as a part of its general under- 
The 


that separate records should be maintained in 


writing expense. examiners recommend 
the company’s office covering all expenses in- 
curred by the company in handling business 
from which a commission is derived under the 
The 
ceived by the company under these contracts 
were as follows: 1919, $29,781; 1920, $56,840; 
1921, $48,108 ; 1922, $46,657. 

The treasurer is the only officer under bond, 
his surety $25,000. 
signed by the president, secretary and treasurer, 


department contracts. commissions re- 


being Checks may be 
and must carry the signatures of two of these 
officials. 
FINANCIAL STATEMENT 

The report shows net premiums written in 
1922 of $1,228,723, with a total of income items 
of $1,380,307. 
were $703,811; adjustment expenses, $20,374; 
dividends, $29,940, total 
$1,310,509. The admitted assets on 


The net loss payments last year 
and disbursements 
December 
31, 1922, are given as $1,797,512, while the lia- 
bilities, except capital, are stated as $972,802, 
the capital being $500,000 and the net surplus 
$324,620. The unearned premium reserve is 
given as $768,597. 

The 


entries and differences between the cash account 


examiners refer to certain errors in 


and the bank statement. They also recommend 
certain changes in the method of keeping rec- 
ords, so that the various records will harmon- 
ize more closely. They recommend that ledger 
accounts for agents showing all transactions 
between the company and the agents should be 
substituted for the company’s present method 
of handling these accounts. 

In preparing their report the examiners in- 
cluded $46,667 in income, this being the ten 
per cent overriding commission on department 
contracts, and correspondingly increased cer- 
this 
aggregate sum had heen deducted in order to 


tain items of disbursements from which 
show such disbursements net. 
The 
$209,870, whereas it was appraised in 1919 at 
The 
company 


company’s real estate is carried at 


buildings which are 


for 


$325,000. 


by the 


occupied 


are insured $152,000 ; 
$48,000 of this is carried by the company, but 
ninety per cent of it is assumed by the [lart- 


The 


such 


ford Fire under its reinsurance contract. 


mortgage loans none of 


being in process of 


are approved, 
foreclosure, and the com- 
pany had never found it necessary to foreclose 
ona mortgage. Ina few cases interest is over- 


due, but the company is well protected. 


SECURITIES OWNED 

The company’s securities were checked, and 
among them a receipt signed by W. R. Prescott, 
of the Hartford 


evidence of 


general agent Fire, was ex- 


transfer of securities 
the 


1923, as collateral security for 


hibited as 


aggregating $318,000 to Hartford Fire, 
‘el 


ruary 24, 
payment of unearned premiums specitied in the 
contract of reinsurance between the Dixie and 
the Hartford Fire. Certificates of 
were obtained showing securities in possession 


deposit 


1Q22 
the 
accounts, and it was discovered that the cash 


of various States on December 31, 


Some differences were found in cash 


Io 


in banks amounted to $931 in excess of the 
amount shown in the ledger cash account. All 
differences were located except a few small 
ones amounting to about $46. This amount was 
placed in suspense account, and the bank ac- 
counts and company’s cash account brought 
into The recommend 
that the cash account should be adjusted each 
month with the statement from banks and all 
differences accounted for. 


agreement. examiners 


AGENTS’ BALANCES, ETC. 

The amount of agents’ balances appearing 
in the annual statement includes 
$21,816 of balances due from the company’s 
under department contracts, and $2915 of notes 
f for balances over three months 


company’s 


trom agents 
due. The examiners state that “it is the prac- 
tice of the company referred to in examination 
dated February, 1915, to take credit for agents’ 
balances over three months due by issuing cash 
drafts at the close of the year to cover such 
balances and depositing them in bank to show 
in the annual statement as cash in bank. The 
total amount of drafts deposited December 30, 
to cover over three months’ due balances 
was $13,962. Of this total $434 had not been 
returned to bank as honored: at the time of 


1922, 


preparing this report, and has been deducted 
in assets not admitted. The company 
could not take credit in its statement for De- 
drafts on for three 
months’ due balances, which are returned un- 
honored, or are not returned at the time of 
filing the statement.” 


cember 31 agents, over 


MISCELLANEOUS MATTERS 

At the time of filing the company’s state- 
ment no report had been received of the amount 
of contingent commissions covering business 
of 1922, and no credit therefor was taken by 
the company. 

The examiners reported that unpaid losses 
totaled 
from the loss register and records of the loss 


existing on December 31, 1922, were 
The aggregate losses outstanding, 
$187,620. 


the loss 


department. 


less reinsurance recoverable, were 


This amount is $42,872 in excess of 
reserve reported in the company’s 10922 state- 
differences 


Examiners list the various 


There were gains on 


ment. 
composing this net sum. 
several items and losses on others, and $31,055 
of the difference is due to losses incurred, but 
not reported at the time the company prepared 


$21,087 was de- 


its annual statement, while 
ducted by a clerical error and not discovered 
until after the annual statement had been pre- 
pared. The company’s practice has been to 
reduce the amount of unpaid losses on its rec- 


ords by five per cent when setting up the loss 


reserve for the annual statement. The com- 
pany’s experience in settlement of loss  esti- 
mates appears to warrant this deduction. Cer- 


tain losses under reinsurance contracts which 
until 
included by the examiners, but were placed in 


were not returned lebruary, 1923, are 
January business on the books of the company. 

The examiners state that, “from an examina- 
tion of a number of the losses paid by the 
company during the period covered by this 


(Continued on page 13) 
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The Liberty Fire 


Insurance Co. 
OF ST. LOUIS, MO. 








Over a million in assets and 
enjoying PROSPERITY, 
CONFIDENCE, PRESTIGE 
and SUCCESS. All due to 
unselfish management; to fair- 
ness and liberality in writ- 
ing Fire, Tornado and Auto- 


mobile Insurance. 








THE LIBERTY FIRE 
INSURANCE CO. 


J. C. BARDWELL, President 








“Superior Service Satisfies”’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 
Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 


J.D. C. MILLER, Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 800,000 


Surplus to Policy 
Holders....... 1,514,962 


Assets........... 3,806,949 











Fire Insurance 








Paragraphs Gathered at Maplewood 


Wednesday morning’s business session was 
enlivened at one point by the suggestion of 
Mr. Watson, whose field of operations is St. 
Albans, Vt. Mr. Watson, half in earnest and 
half humorously, proposed the addition of a 
suspended period clause to the automobile poli- 
cies issued in the northern part of his State 
because the cold and snow there forced a man’s 
car to “hibernate for about five months of the 
year,” and he could not see why an owner 
should he compelled to pay for protection on 
his automobile when that machine was ren- 
dered inoperative by local conditions. 

So feelingly did Mr. Watson speak of the 
rigors of the Vermont winters, that one gath- 
ered the impression that the citizens of his 
State treated their cars like rosebushes and 
wrapped them in straw and burlap against the 
time when the spring thaws should come. 

While Alfred Davenport, president of the 
Boston Board of Fire Underwriters, scurried 
about the halls of the Maplewood Club greet- 
ing late arrivals, talking over old times and 
keeping a watchful eye on the golf score of 
Master Davenport, Jr., Mrs. Davenport sat in 
at bridge with Chauncey S. S. Miller, able 
publicity man for the North British, as a part- 
ner. The combination was unbeatable and van- 
quished all comers; Mrs. Davenport’s brilliant 
play forming an ideal companion to Mr. Mil- 
ler’s shrewd bidding. 

The latter, by the way, will sail for France 
very shortly on his first vacation in many 
years. Mr. Miller, during the war, adopted an 
orphaned French family and while abroad will 
visit them and will also go over the battle 
area. His sojourn is to occupy about five 
weeks. 

\lways in evidence, the customary urbanity 
and unruffled demeanor of Edwin J. Cole, 
president of the Massachusetts Association of 
Insurance Agents, were at no time more promi- 
nent than when he and the genial Alfred 
Davenport were setting the registration lists 
to rights as regards names and home towns. 
Seated behind a formidable bundle of papers, 
Mr. Cole calmly checked off the delegates 
present, while Mr. Davenport seized on those 
who had neglected to register. Badges of 
identification were provided to all who entered 
their names as among those attending the con- 
vention and they proved a valuable aid to in- 
troductions. 

Walter H. 
member of the New England Advisory Board, 
is a tennis enthusiast. While many of his fel- 


Robinson of Providence, and a 


low members were straying in from the links 


late one evening, Mr. Robinson was seen swing- 


ine a valiant racquet on the courts at the side 
of the hotel: and that in a fast waning light 
which had almost turned to darkness before 
he and his opponent stopped play. 

The popularity of the advertising booths of 
the Firemans Fund, the North British, the 
Etna affliated companies and the Home was 
ereatly enhanced by the fact that they dis- 
tributed boxes of candy, excellent .cigars and 


thirst-quenching punch, Indeed, rumor had it 


¥3 





that nearly one hundred gallons of the refresh- 
ing liquid had been ordered for the occasion, 
those who danced particularly appreciating the 
favor. 

When James L. Case, president of the Na- 
tional Association of Insurance Agents and 
Mrs. Case arrived at dinner time on Wednes- 
day, their appearance was the signal for a 
Mr. Case had 
made a fatiguing trip from New Orleans for 


burst of enthusiastic welcome. 


the special purpose of attending the conven- 
tion in order not to disappoint the delegates, 
though for some time his attendance had been 
despaired of. 

The familiar figure of Thomas B. Donald- 
son, president of the Insurance Federation of 
Pennsylvania and former Insurance Commis- 
sioner of that State, was observed early in the 
morning of the initial day of the convention. 
When first seen, Mr. Donaldson: was seated at 
a breakfast table with members of the press, 
while a pile of hot muffins in front of them 
disappeared with startling rapidity. One of 
the most popular men who ever held the post 
of Insurance Commissioner, Mr. Donaldson’s 
progress through the corridors of the hotel was 
punctuated by cordial greetings and hand- 
shakes. 

The presentation of prizes for the golf 
tournament, made in the Maplewood Casino on 
the second day of the convention, proved a 
great attraction, dancing following until a late 
hour. A roar of laughter and applause greeted 
the appearance of the moustache cup, which 
was given as the men’s highest score prize. 


New England Agents’ Convention 
(Concluded from page 6) 

discussed by Col. Alfred T. Fotte, Massachu- 
setts Commissioners of Public Safety, was 
handled by F. E. Cabot, secretary of the Bos- 
ton Board of Fire Underwriters instead. 
George E. Tucker, M. D., medical director of 
the 2Ftna life and affiliated companies, spoke 
on “The Present Opportunities of Agents to 
Develop Miscellaneous Casualty Lines,” and 
pointed to the successes met with by multiple 
line agents who were competent to fill all the 
needs of their clients and who thus served the 
interests of the public as well as added to their 
own commissions. An open talk on “How the 
Agent Can Help in Fire Prevention and Pro- 
tection” brought to light some interesting facts 
concerning the ways in which agents can make 
suggestions which will better fire hazard con- 
ditions throughout the country and aid in re- 
ducing the appalling total of fire losses. 

The last event on the program for the day 
was the address on “Credit Extension,” de- 
livered by Frederick A. Field, president of the 
Vermont Agents Association. The need for 
adequate credit extension existed, said Mr. 
Field, but could be controlled so that it did not 
exceed the bounds of business common sense 
and did not reach a point where its influence 
would be detrimental to the business as a 
whole. 
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RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPGRATED 1838 
FIRE,EXPLOSION, RIOTS, CIVIL COMMOTIONS 
AND STRIKES 


UNITED STATES BRANCH 
January 1, 1923 
I A Ee et TER RO . $2,302,90 ' 
ee ie as caine dios aS eae ee 1,491,14 


$811,762 
W. B. MEIKLE, President and General Manager. 











NORTHERN INSURANCE Co. 


OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton A ve.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


W. 2. ‘RAY, Special Agent 


FRANK G. DELA HUNT, 
Terre Haute, Ind. 


Special Agent 
726 Racine Street, Milwaukee, Wis. 


C. C. CRANDALL, Special Agent 


ERIK LINDSKOG Special Agent 
Cambridge Springs, Penn. 


7 W. Lake St., Minneapolis, Minn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 

















UNION HISPANO AMERICANA 


FIRE AND MARINE 
INSURANCE COMPANY 
31 SOUTH WILLIAM STREET 


New York 


MARINE INSURANCE AND REINSURANCE 
FIRE REINSURANCE 


TELEPHONE BROAD 4478 











nes. ccident 


FIRE AND LIFE 


"Oh ASSURANCE CORPORATION. Lid, 


—_—— RICHARDSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 

















ACTUAL MARKET VALUES USED FOR ALL SECURITIES 
Organized 1855 January 1, 1923 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK 


Cash Capital, . . . . $2,250,000.00 
Net Surplus, . . . . 4,436,386.20 
Surplus to Policyholders, 6,686,386.20 
Total Assets, . . . . 15,690,687.21 





EASTERN DEPARTMENT WESTERN DEPARTMENT 





EVERY INSURANCE MAN 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
TO THE 


lowa State Traveling Men’s Association 


“Oldest and Best’’ 








Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November 1, 1923, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 














NEAL BASSETT, President 
JOHN KAY, Vice-Pres. & Treas. 

A. H. HASSINGER, Secretary 
NEWARK, N. J. 


NEAL BASSETT, Pres. & Mgr. { 
WELLS T. BASSETT Sec’y & i 


sst. anager 
CHICAGO, ILL. 











Great American 
SIusurance Company 


New Dork 


Choose Cheeses 
Your INCORPORATED - 1872 Vour 
Cempany Company 


ae ——— 1.1923 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


19,.816,.417.87 


T sUrPLus 


13,017.077.35 
45,333.495.22 


LOSSES PAID POLICYHOLDERS 


$143,654,333.86 


AFTER LIBERALLY PROVIDING FOR ALL RESERVES THE 
SURPLUS FOR THE PROTECTION OF POLICYHOLDERS IS 


$25,517,077.35 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mer. 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, IIl. 
Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 


WM. H. McGEE & CO., Cen’1 Agts. 
15 William Street, New York City 
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Dixie Fire Examined 
(Continued from page 10) 
report, it appears that all honest claims are 
fairly adjusted and promptly paid. There is 
no evidence of a desire to evade claims by 
taking advantage of technicalities.” 

Certain differences between the tabulating 
department and the accounting department in 
the premium records are reported to have ex- 
isted, but the company carried a fifty per cent 
reserve on the difference. The examiners state 
that the records of the accounting department 
and the tabulating department should be in 
agreement. The amount of reserve for taxes 
was found to have exceeded the actual liability. 


DECLINE IN SURPLUS 

Some fifteen items of differences are noted 
by the examiners as accounting for the net 
decrease of $29,427 in the company’s net sur- 
plus, chief among these being an increase in 
the unpaid loss reserve of $42,872, and the in- 
clusion. of $10,107 of reinsurance premiums 
among the assets. 


Tue Contract WitTH THE HartrForD FIRE 
On February 26, 1923, the company con- 
tracted with the Hartford Fire Insurance Com- 
pany to cede to it by reinsurance ninety per 
cent of net risks under its policies outstanding 
March 1, 1923, except liability on lines re- 
ceived through certain reinsurance cessions 
and ninety per cent of all risks assumed, except 
any portion of risks on lines accepted from 
certain ceding companies for a period of five 
years. 
Certain stockholders appealed to the courts 
for an injunction to restrain the companies 
from carrying out the terms of the contract. 
A member of the company’s executive com- 
mittee applied for, and was granted by the 
Federal District Court, an injunction which 
restrains said stockholders from in any way 
interfering with or causing a breach of or 
preventing the execution of the reinsurance 
contract between the Dixie Fire and the Hart- 
ford Fire, and from in any way interfering 
with, obstructing or otherwise preventing the 
regular and legitimate prosecution, by the pres- 
ent executive committee and the officers of the 
Dixie Fire, of the business of that company 
as heretofore. The contracting companies were 
enjoined from in any way breaching, canceling, 
abandoning or refusing to carry out the re- 
insurance contract between them. The pre- 
liminary injunction was later continued. (The 
report of the examiners is dated April 30). 
(Continued on page 29) 
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NEW YORK SURVEYS 
Plans for Fire Prevention Week.—Fire 
Prevention Week this year (October 8-i3) will 
undoubtedly prove to be exceptional in more 
ways than one from the standpoint of educa- 
tional value, inasmuch as one of the outstanding 
features will be a great national fire preven- 
city. Here for 
thousands of 


tion exposition in New York 
the time 
products and devices, such as fire-resisting roof- 


first will be shown 
ing, metal doors, windows, sprinkler systems, 
fire extinguishers etc., which have been tested 
by the Underwriters’ Laboratories. Only those 
products which have passed the rigid tests of 
this service institution will be displayed at the 
exposition. The exposition will be participated 
in by many important organizations and numer- 
ous displays will reveal in an essentially com- 
prehensive manner the gravity of the fire losses 
of the nation. 

To Lecture on Fire Insurance.—George 
Harrington, manager of the New York city 
adjusting department of the Home Insurance 
Company, will give four lectures on the “Fire 
Insurance Contract, Policy Clauses and Forms,” 
before the intermediate students in fire insur- 
ansce of the Insurance Society of New York. 
The lectures will be delivered in the fall. 

Satisfactory First Year.—[‘stablished July 
I, 1922, the agency of Fred W. Kentner, 118 
William street, recently first 
year of operation. According to information 
to hand this agency has made very satisfactory 
It is anticipated 


completed its 


progress during the past year. 
that the coming fire patrol returns will re- 
veal interesting figures of the business written 
through this young and office. 
This agency represents the Alliance of Phila- 
delphia, Star, Rhode Island and Nationale of 
Paris, writing not only New York city busi- 


progressive 


transacting lines throughout the 
and Canada. 


ness, but also 
United States 


BOSTON AND VICINITY 
Massachusetts Commissioner Named.— 
Wesley FE. Monk succeeds Clarence W. Hobbs 
as Insurance Commissioner of Massachusetts, 
and will assume his new duties on July 2, when 
Mr. Hobbs goes to New York to fill an im- 


with the National Council on 
Compensation. Mr. Monk has been active in 
both branches of the Massachusetts Legisla- 
ture and has been chairman of several of its 
most important committees. He is a graduate 
of Brown University and Harvard Law School. 
He has never been associated with the insur- 


portant post 


ance business. 

F. H. Perkins Travels—-Frederick H. 
Perkins of Field & Cowles, active in insurance 
for the past forty years, has left with his wife 
for a vacation trip to the Orient, where they 
will visit their daughter, who is the wife of 
John L. Curtis, manager of the International 
Banking Corporation at Harbin, Manchuria. 


Expulsion from Lodge as a Penalty 


t seems that the moral hazard has been exist- 
ent in the fire insurance business for. a good 
many years, the accompanying photograph 
showing the peremptory manner in which per- 
sons suspected of setting fraudulent fires were 
dealth with seventy years ago. 

The photograph is of a paper loaned Tue 
SPECTATOR by a subscriber and is a certiticate 
of expulsion from Columbian Lodge No. 35, 
I. O. O. F. against two former members, who, 


the certificate explains, were expelled “for 
burning a building to defraud insurers.” The 


paper was executed May 20, 1853, and is signed 
by G. Sanford, secretary, carrying as well, the 
seal of the lodge. 


Columbian Lodge, No. 35, 3. O. O. F. 
Litchfield, Aus 20 aa 


Fo the N. G., VU. G., Officers and Members of Nefirrvare Lodge, 
No. JL 3.0.0. f. . 


BROTHERS, 
In comforiuity to owe Laws, I boreby transmit to you the name of 


ha We Sith 4 Sas Caswes , 
whe hunuern by a vote uf this Ledge Deeressce 
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Mespeetfully Yours, 
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FIRE AND ALLIED LINES 
REINSURANCE ONLY 
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SURPLUS TO POLICYHOLDERS 
ONE MILLION DOLLARS 
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CONJUNCTIVE UNDERWRITING 


The personnel of our Reinsurance Underwriting staff in- 
cludes an experienced man in each line we undertake to 





cover—a man whose personal experience as a direct 


underwriter enables him to thoroughly know the game. 


Every unusual matter receives the attention of at least 
two of our underwriters; their function being construc- 





tive, to the end that not only our business, but that of 
our treaty holder, may advance along right lines. Two 
heads or several heads are better than one; so when you 
become our treaty holder, you become a partner in our 


most valuable asset. which is our experience. 





Employers Indemnity | 
Corporation 


E. G. TRIMBLE, President 


KANSAS CITY 











CHICAGO NEW YORK 
Jack Woodhead Baird & Co., Inc. 


Insurance Exchange 50 Pine Street 
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COMMONWEALTH 
CASUALTY 
COMPANY 


PHILADELPHIA’S OLDEST 
CASUALTY COMPANY 





ACCIDENT and HEALTH 
INSURANCE 


AUTOMOBILE and TEAMS 
INSURANCE 


NO OTHER LINES 
BEST POLICIES 
LOWEST RATES 


UP-TO-THE MINUTE SERVICE 
WE SOLICIT YOUR BUSINESS 


CONSTANTLY INCREASING 
BUSINESS and FINANCIAL 
STRENGTH 
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SOUTHERN 
SURETY CO. 


Home Office, Des Moines, lowa 





Semi-Annual Statement, 
December 31, 1922 . 


(Condensed from Statement to U.S. Treas. Dept.) 


Admitted Assets..... $6,847,520 
SO er 1,000,000 
TE 6 2 ec ccwes 575,698 


Eleven Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 


Let the Southern Serve You 


New York Approves New Compensation 
Rating Scheme 

It is announced by the Compensation In- 

spection Rating Board that Francis R. Stodd- 

New York Superintendent of In- 

revised 


ard, Jr., 
surance has approved the proposed 
industrial compensation rating schedule for the 
more adequate measuring of :he physical haz- 
ards. Superintendent Stoddard, in his letter to 
Manager Senior of the rating board, says: 

“The most cogent arguments for the adop- 
tion of the proposed schedule as a part of the 
general rating system appear to be as follows: 

“t.—It is based upon a mathematical formula 
which gives scientific treatment to the physical 
hazards of the plant. 

“2.—The values fixed for the different items 
entering into the schedule are predicated upon 
statistical data to a greater extent than in 
any previous schedule, and that the schedule 
is capable of further statistical check. 

“Approval of the industrial 
1923, as submitted is hereby 


compensation 
rating schedule, 
granted to become effective as to policies tak- 
1923. This 
approval is given at this time to enable you 
to put the plan into operation by beginning 
advance inspections in accordance with your 


ing effect on and after October 1, 


practice.” Inspections began July 2 in ac- 
cordance with the requirements of the revised 
schedule. The revised manual of rates estab- 
lishing an average reduction of 5 per cent and 
the new experience rating plan have already 
been approved by the insurance department and 
become effective as to policies attaching on and 
after June 30. 
Topeka Pond’s Initial Swim 
Toreka, Kan., July 2—The Topeka 
of the Blue Goose has been organized and the 
E. C. Marr of Kansas 


Pond 


officers are installed. 
City, past most loyal grand gander, has han- 
dled the installation work of the new pond. 
The officers of the newly organized pond are: 
Most loyal gander, O. D. Butcher, Hartford 
Fire; supervisor of the flock, Gienn D. Hussey, 
Glens Falls; custodian of the goslings, C. H. 
Dachenbach, United States Fire; guardian of 
the pond, Herbert Blinn, Wichita 
branch Kansas inspection bureau; keeper of 
the golden egg, T. H. Byrd, Assurance of Lon- 
don: wielder of the goose quill, W. B. Win- 
chell, Pennsylvania Fire. 


menager, 


Casualty, Surety, Etc. 








Most of the charter members of the pond are 
members of the Monday Lunch Club, com- 
posed of the State, special and local agents of 
the fire insurance companies located in Topeka. 
There has been some talk that the Blue Goose 
would absorb the lunch club where the mem- 
bers meet regularly to talk shop. 


OF NATIONAL MUTUAL 
ORDERED 
New York Insurance Department to Take 
Charge—Report Shows Difficulties 
Totaling $160,536 

R. Stoddard, Jr., 
Insurance for New York, 
anent the liquidation of the National Mutual 
Automobile Casualty Company, was granted 
last week by Justice Richard Ff. Lydon sitting 
in the Special Term, Supreme Court. Acting 
on the order given, Clarence €. Fowler, head 
of the liquidation bureau of the insurance de- 
partment, has taken possession of the company. 

The report filed by the New York Superin- 
tendent showed a deficit of $160,536 and the 
court ordered an assessment of 200 per cent 
of the cash written premiums for the purpose 
of paying debts and expenses. Liabilities un- 
der the policies are to end on July 12 and the 
policyholders are warned to obtain other insur- 
ance protection. The management expense of 
the company was shown to be 51.8 and the un- 
derwriting results showed a loss ratio of 82.7 
and an expense ratio of 63.4. The rating of 
assets to liabilities was given as 42 per cent 
in the report of the New York Insurance De- 
partment. 

The company was organized in 1917 and did 
a fairly large volume of business during the 
first vear of its operation. At the court pro- 
ceedings its officers contested the liquidation 
order on the ground that a mutual company 
was solvent because it had the legal right to 
assess the policyholders for an amount suffi- 
cient to void any deficit. The claim, however, 
was overruled by the court. 


LIQUIDATION 


The petition of Il rancis 


Superintendent of 


Officers of Merchants Casualty 
The following officers have been elected by 
the Merchants Casualty Company of Waterloo 
Ont.: President, E. F. Seagram; vice-presi- 


dent, S. C. Tweed. 














INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘sAll Kinds of Insurance 
on Automobiles’’ 
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CONDITION 


December 31, 1922 


Insurance Outstanding 
New Business in 1922 


$12,005,345 
5,124,053 


Reserves for all purposes $556,038 
275,635 


Surplus to Policyholders 


Total Assets $831,673 


REPORT OF EXAMINERS 

A Convention Examination of the Company participated in by Colorado, Kansas and Wyoming, completed January 30, 1923, 
contains not one line of adverse criticism but has the following commendatory remarks: 

LOW MORTALITY. ‘The * * * low rate of mortality indicates continued care in selection of risks.” 

NEVER A CONTESTED DEATH CLAIM. ‘The Company has never had a contested death claim since its organization.” 
Note: ‘The Company has been writing insurance eleven years. 

COMPANY’S INVESTMENTS. ‘Mortgage Loans. These loans were all carefully inspected and found to be in conformity 
with usual practices. All loans are first liens and earn an exceptionally good rate of interest. In each case the security appears to be 


amply sufficient * * * . 
NPARALLELED RECORD. ‘There was no past due interest on the books of the Company as of December 3lst, 1922. 
This is an unusual record * * * unparalleled in the history of life insurance companies * * * The Company is to be com- 
aS * ” 


plimented on its high grade of loans : 
RESERVES AND INSURANCE RECORDS. ‘‘The reserves * * * maintained are adequate and in accordance with 
sound practices and legal standards * * *. The amount of insurance on which reserves are maintained was balanced exactly with 


the Company’s very complete records * *.” 

CONCLUSION. “In conclusion, we desire to say that we consider the affairs of the Company generally to be in excellent con- 
dition, both as to investments and insurance written and in force, and that the company is conservatively and efficiently managed. We 
believe that its development along sound lines will continue under the direction of its present officers and directors and that the con- 


fidence in its stability, as evidenced by its growth, shown by its records to date, is fully justified.’ 


THE WESTERN NATIONAL LIFE INSURANCE COMPANY 
CHEYENNE, WYOMING 














MEN 


WHO x ». For Service 
THINK ies 


When an agent of any company writes a policy there 
is a certain percent deducted from his commission in 
order to pay for the Home Office service on that policy. 


they are built for speed and endurance He helps pay the freight on his business. 


and can qualify for general or state agency : Accordingly The Lincoln National Life Insurance 
Company has always taken the attitude that since its 


work, will find it to their advantage to field men are paying for Home Office service they are 
entitled to it in full measure. 


communicate with 

It is this constant effort to give a full and rounded 
measure of service with each contract that has made 
it pay to 


THE LIBERTY LIFE ” : 
INSURANCE COMPANY Cin uP vir THe (LINCOLN) 


Liberty Life Building, The Lincoln National Life Insurance Co. 


“Tis Name Indicates Its Character’’ 


Lincoln Life Building FORT WAYNE, INDIANA 
Now More Than $260,000,000 in Force 














Topeka, Kansas. 
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HOW TO SELL MORE ORDINARY 








The two preceding articles in this series have 
dealt with the formalities of life insurance poli- 
cies; we come now to the less exact and more 
interesting side of the business, namely, finding 
for the 
study the agent should make of the prospect’s 


prospects insurance, and precanvass 


needs. 

Very often the question is asked an insur- 
ance agent: “How do you get your. pros- 
pects?” An agent who sells only ordinary 


policies should never have any difficulty in 
finding keep him busy, 
but the industrial agent who is trying “to sell 
has a decided advantage over 


enough prospects to 
more ordinary” 
his brother who is not on a debit. 

little 
who 


A Philadelphia minister once wrote a 


hook about the experiences of a man 


wanted to be rich. Tle acquired a small amount 


of cash in return for a little plot of ground he 


awned and sold, and set out in the world in 


conquest of wealth. In after years, he re- 


turned unsuccessful, to find that a mine had 


been discovered on the land he had_ sold. 
“Acres of diamonds” had been within his 
reach, but he had not looked for them. 


Depir 
almost a 


PROSPECTS rie 


The industrial 
source of prospects to draw from right on his 


FROM 


agent has limitless 


debit. Too often, he either does not solicit 
them, or he sells them industrial insurance, 
when they could carry ordinary. Along his 


weekly route, he will go to Mrs. Brown’s home. 


In the family, Mr. Brown is perhaps imsured 


for $300, Mrs. Brown for $250, and John 
Brown, their son, for S1roo. The agent sees 
only Mrs. Brown every Monday morning. 


She hands him the premiums on the three poli- 


cies: they are paid out of the housekeeping 
In his own mind, the agent thinks of 


child. John 


Brown was six vears old fourteen vears ago, 


budget. 


John 


Brown as a_ six-year-old 
when that industrial policy was written; he is 
twenty now, earning his own living, and could 
$2000. ore 


easily carry linary out of his weekly 


wages. The debit man has the best chance of 
getting this, but he cannot get it unless he asks 
for it. The agent should keep close tab on all 
of his industrial policyholders, write all the 
additional insurance for which they apply, and 
the 


applicant could carry intermediate or ordinary. 


never write an industrial policy when 





WILLIAM THORNTON 


Iby 





to solicit 


between 


He should not be afraid 
amounts. The 
dustrial agent and his policyholders gives him 


the intimate knowledge of their affairs and in- 


larger 


close contact the in- 


surance needs, which is so valuable—he needs 
only to 

Death always stresses the need for protec- 
When an a 


ficiary in behalf of 


use this advantage. 
tion. gent pays a claim to a bene- 
his company, he has right 
within his reach a prospect for new insurance, 
This is the very easiest possible case to close. 
Policyholders who place liens against their 
are good for insurance. 


policies prospects 


Many companies make a practice of sending 
agents, 


It 


is only necessary to show a man who earries 


these loan checks for delivery through 
thus giving the agents a valuable leverage. 





This is the fourth article of a series of 
eleven, written especially for THe Spec- 
TATOR, by [Viliam Thornton, author of 
“Short Lessons in Life Insurance,” a 
bricf but comprehensive textbook for life 
insurance agents, which has just been 
published by The Spectati r ( ompany. 











$1000 policy on which he has borrowed $400 
that he has in reduced his family’s protection 


to $600 in order to interest him in a new policy. 


Policvholders who are paying the last pre- 
mium on a limited payment life policy, or who 
are receiving checks from the company for 
matured endowments, almost invariably apply 
for a new policy, when approached the 
agent. 

When a man marries, he needs insurance for 
his wife; when a baby is born in a family, 


The 


es his policyholders week in and week 


there is an additional need for insurance 
agent 
out, and he knows of these various happenings; 
he should 


his soliciting. 


Ss 


never fail to utilize one of them in 


Gerrinc NAMES FROM POLICY HOLDERS 
The agent and the policyholder are good 
friends. The policyholder will gladly tell the 
agent about new tenants in the apartment, new 
cighbors, or the policyholder’s friends. Culti- 
vate the policyholder, and you have another in- 


exhaustible source of prospects. 


17, 


IV---Prospects for Life Insurance 








OrueER Sources OF Prospects 
There are numerous other sources of pros- 
Daily papers in the cities publish lists 
deaths, births and marriages. There are 
property transfers recorded, and the agent may 


pects. 


cf 


learn the names of each person who borrows 
money, pledging his home or other property as 
collateral, 
county court house. 


if he will consult the records at the 
A man who is borrowing 
money on his property is reducing the value 
cf the estate he will leave when he dies, just 
as much as he who places a lien against his 
insurance, and is a “warm prospect.” 

College catalogues give the names of stu- 
Many of themselves to 
school, and many borrow money for this pur- 
The only collateral some of them have 
is life insurance. 

City and telephone directories contain the 
of all the These are 
prospects for business 


dents. these send 


pose. 


names firms in town. 
insurance. 

And there is another man who will always 
listen to an agent, although he is not often 
He is the close personal friend of 


applicant. 


solicited. 


the rejected No man appreciates 


surance as much as he to whom it is denied, 
and he has a powerful unconscious influence 
the of he 
closely associated, members of his own family 
If an agent will can- 
vass among these immediately after he has an 
applicant rejected, he will find them a fruitful 
class of prospects. 


minds those with whom is 


upon 


and his intimate friends. 


Not Too Many at A TIME 
In fact, there are so many prospects tor in- 
surance that it seems advisable at this point 


te sound a rote of warning to the agent. It 
is never advisable to have too many prospects 
ahead. Keep enough names to keep you busy, 
n your work systematically, but don’t waste 
Tt “1s 


essential for the agent to assemble certain in- 


pila 
| 


time by collecting innumerable names. 


formation about a prospect before attempting 


to canvass him—this will be discussed next 
month—and 1f he has too many prospects at 
ene time, he will confuse the facts he has 


about his various prospects. 


One More Source OF PROSPECTS 
When everything else fails, and the agent 
has run out of prospects, if he wants to write 











he can resort to turning door knobs. 
nothing more comforting to the dis- 
agent than the inexorable law of 
If he makes a sufficient number of 
will certainly get some interviews, 
sales will 


business, 
There is 
couraged 
average. 
calls, he 
and out 
result. 
It is never advisable, however, to fall back 
method, until all other 
exhausted, because 


of these interviews, some 


this cold 
prospects are 
necessarily it.does not yield as much business, 


canvass 
absolutely 


on 


as a class of prospects whose need for insur- 
ance is known in advance, and then, too, more 
time is required, more energy is expended in 
soliciting, because the agent does not have ad- 
vance information about he solicits. 
Vet the cold canvass is a valuable surplus, so 
to speak, and can be used in an emergency. 
Although some agents decry it, the writer be- 
lieves that it its place, 
serves a good purpose. 
Getting prospects of any kind is the easiest 
it often amounts to 


the men 


has and sometimes 


task required of the agent: 
nothing more difficult or intricate than copy- 
ing names and jotting down a few remarks. 
It would seem that no agent, especially an in- 
dustrial agent, should ever want for prospects; 
he should rather spend more thought puzzling 


over his prospect list, selecting the best pros- 
pects, and studying their needs. 
It is not so much a matter of finding 


prospects, as it is of intelligent, persistent work 
among those whose need for insurance is 
known; of believing in one’s self and his busi- 
ness, of generating enthusiasm, and then radiat- 
ing it, so that others are warmed into action; 
of determination to keep on going, though 
temporarily discouraged; of vision which en- 
ables one to see ahead, and continue the fight 
until the day’s work is done, and the task 
finished. re 
Get the Money Monday 

When an agent who has an excellent collec- 
tion per cent for several years was asked if he 
had any particular method of getting collec- 
tions, he answered: 

“None, except that I make {t a rule to collect 
Ico per cent on every policy on my debit. I 
always hustle after cash revivals, and if I find 
that I have a new policyholder who does not 
start off paving premiums promptly I imme- 
diately cancel the business. You see, I must 
collect I00 per cent on every policy on 
debit.” 

The more one thinks about this 
vice, the more essential it seems to good col- 


my 
agent’s ad- 


lections. Percentage of collections 
real barometer showing the quality of the busi- 


of collec- 


is the only 


ness; and a satisfactory percentage 
tions can only be maintained by close lapsing 
and prompt, regular service to policyholders. 
Lapse credit is fatal to percentage of col- 
lections, and the basis of a satisfied policyholder 
the agent regarding 


is an understanding with 


a fixed time to call for the collection of pre- 
miums. 

“Get the Money Monday” is the easiest way 
to maintain a satisfactory collection per cent 
and to operate a debit with advantage to both 
agent.—Western 


the policyholder and the and 


Southern Field News. 
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The Fourth of July 
By Epwarp D, DuFFIELD 
President, the Prudential Insurance Company 
of America 


In the calendar of every nation are set aside 
days to recall some great event in history, days 
that commemorate a great name or a great 
deed. It is well that this is so, not only that 
honor may be done to those historic souls who 
have in the past achieved great things for their 
country, but that succeeding generations by con- 
templating their acts may themselves be inspired 
to more patriotic and unselfish service. In these 
days when fervid voices preach alleged reform, 
when radical changes in established forms of 
government are vociferously urged by self-ap- 
pointed guides, it is well for us all to pause for 
a moment at least and review the deeds of great 
men who through what they accomplished gave 
to us the liberty which we as individuals this 
day enjoy. I know that those who seek patiently 
to turn the pages of history to learn their les- 
her guidance for the 


and obtain from 
future run the risk of being classed as illiberal. 
I realize that in this day there exists in church 
and in State a feeling that a study of the past 
mcrely acts as an impediment to present prog- 
Nevertheless, though the impatient and 
refuse to master the les- 
must be 
made. 


sons 


ress. 
the thoughtless may 
history teaches, these 
mastered if true 
Experience still is the only light given to guide 


sons which 


progress is to be 
us on our future way; so it is well that we 
have these days of commemoration to recall 
the principles for which men lived and for 
which men dicd, to recall the fact that men have 
given their lives in order that those that come 
after them may enjoy that form of civil and 
that form of religious liberty which are our 
priceless heritages. We have the right to select 
our own rulers because men died to give us 
that We enjoy freedom of conscience 
because men died that we might enjoy it. We 
have the right to provide for ouselves and our 
dependents the results of own 
efforts because men died that the right to pri- 
Freedom of speech 
freedom of the press—rights abused, it is 
but frec 
because men died in order to obtain them for 


right. 


through our 
vate property might exist. 
and 
true, essential to a people—are ours 
us. Our debt to the past is overwhelming. It 
can be discharged only by our rendering equal 
service to the future; by upholding and ex- 
principles of government which 
test of time, by making prog- 
service to one 


pounding those 
have stood the 
lines of greater 


country and to our fellows, by giving to them 


ress along 


the greatest gift that is in our power to give— 


ourselves !—Prudential Weekly Record. 


Life insurance is the great preserver of the 


home. Jt is also a mainstay in our economic 
life by keeping children at school after the 
death of the father. should be a 
patriotic thrill within the heart of every agent 
who writes a policy for the protection of a 
contribution 


There 


little family group—a very direct 
to the strengthening of the entire 


ture.—A gency Items. 


social struc- 
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JOHN HANCOCK NEWS 


One Ordinary Leadership Change jy 
Five Months 


PROMOTIONS ANNOUNCED 





May Was Greatest Month in Company's | 
History—Transfers in the Field 


Despite the fact that the month of May was 
the greatest in production in the history of the 
John Hancock, had qualified as 
leaders for the first four months were able to 
retain their positions with but one change wher 
the stop-watch was clicked at the end of the 
first months of 1923. Agent Jehle of 
Detroit had forged ahead of Agent Bostwick 
of Roxbury on gross ordinary issues and the 
other leaders were keeping their stride. 

The list of leaders for the first five months 
as follows: assistant superinten. 

Weekly premium _ increase. 
Boston; gross ordinary issues, 
Long Island City; gross A, F 
Agents leading: 

Theriault — of 

ordinary Jehle of 
A 4B. Medas of | 
Detached assistant superintendents | 


those who 


five 


of 1923 is 


dents leading: 


O’Connor of 
Stolzman of 
issues, Zentner of Brooklyn. 
Weekly 

Fitchburg ; 
Detroit ; 

Cleveland. 


premium increase, 


issues, 


gross 





gross issues, 


leading: Weekly premium increase, Knebel | 
of New Britain: gross ordinary and A. F.} 
issues, Bickhardt of Hoboken. 

Agent James Sykes of the Lowell agency 


recently celebrated his eightieth birthday and 
his superintendent that he still main- 
tains the remarkable vitality he showed when 
he entered the employ of the company over 


writes 


twenty-two years ago. 

The following agents have been promoted 
to the positions of assistant superintendents in 
their Max Fogel, 
Detroit; Joseph F. Castor, Hempstead; Robert 
K. Henning, Philadelphia; Frank G. Ober-| 
Patrick T. Donnelly, St.| 
Louis; Lambert F. Kippen, Salem; Anthony 
Bleichrodt, Cleveland; William IT. Preston, 
Brooklyn, and Paul Mentz, Brooklyn. 

The following assistant superintendents have 
Edwin C 
William C} 


the districts of service: 


meyer, Cincinnati; 


indicated : 
Shurte, Cincinnati to St. Paul; 
Baugus, St. Louis to St. Paul. 

Patrick J. V. O'Gorman has 
been transferred from St. Louis to St. Paul; 
Fred W. Silver, from Chicago to Minneapolis, 
and William W. Jones, from Haverhill to 
Manchester, N. H., and all these former agents} 
have heen promoted to the rank of assistant] 


been transferred as 


Former agent 





superintendents in the new districts of thei} 
serivce. I 
The last issue of the John Hancock “Field’| 
was given over almost entirely to tables rela-| 
tive to “the greatest month in the company’s} 
May 1923. The leading agencies, as-| 
sistant superintendents and producers wert] 
listed and a letter of hearty congratulation] 
from Vice-President Elbert H. Brock was} 
broadcasted by means of the company’s house} 
i 


history,” 


organ. 
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A Few Suggestions 


It is not advisable to mention other com- 
panies nor to say too much about your own. 
Men are not nearly so much interested in com- 
panies as they are in life insurance itsclf. 

Put your best foot forward on the first in- 
terview if circumstances will at all permit. A 
story told the second time is always stale. How- 
ever, keep some ammunition in reserve, unless 
in desperation you are making a last stand ; 
then settle it one way or the other for the 
time being at least. 

Avoid telling a prospect what it will “cost” 
People do not like 
things that “cost..” If tell 
policy will “cost” before he wants it, he may 
never want it. He willing to pay 
whatever price he must for something he wants 
but anything he does not want wilf seem dear 
First get him to want it. S 


yntil he insists on knowing. 
you him what a 


will be 


Secure 
This is not 

Cash set- 
with 


at any price. 
4 settlement with the application. 
always possible but is in most cases. 
tlements are largely a matter of habit 
Unless he insists or at least asks 
for it, he will not often get it. The applica- 
tion itself that the applicant 
wishes his insurance to go in force at once. 

Not long since a farmer applied for a pol- 
icy, paying the agent the premium at the time. 
On his way home that evening he was struck by 
a train at a grade crossing and killed. This 
agent had the novel experience of sending the 
application, medical examination and notice of 
the applicant’s death all to the home office in 
The claim was prompttly 

When 
1 


he will 


the agent. 


should imply 


the same envelope. 
paid. Similar cases are not uncommon. 
an applicant has paid for his insurance 
think more of it and is not nearly so apt to 


get out of the notion or find fault with his 
policy. 
Never delay a moment in getting the doctor 


and applicant together. Have the examina- 


tion made at once. Delay in this loses many 
cases. 

Never give a prospect or applicant the slight- 
est assurance that he will be accepted. In the 
first place, you don’t know, and second, he 
ought to understand that this is uncertain; 
that it is not always easy, and in many cases 
impossible, to get life insurance. Not many 
people know, yet they should know, that dur- 
ing the past year, 1913 “old line” companies 
rejected over $300,000,000 in applications and 
that many millions more were refused on the 
plans applied for. Life insurance can he had 
only when it is apparently the least needed— 
and we should impress this upon our prospects. 

Be loyal to your company. Enthusiastically 
loyal. In business, as in friendship and every 
other earthly relation, disloyalty is one trait 
that is abhorred and despised by all men. 


Lire Insurance No JoKke 
Read every word of printed matter your 
a subscriber toa one 
These are 


company sends you. Be 
or more life insurance pubilcations. 
the mediums through which companies and 
agents exchange experiences and ideas and 
keep in touch in a mutually helpful way. They 


furnish the agent a world of good ammunition 
and help fight his battles. Besides, they police 
the whole field, and help to keep the business 
Cultivate the art of remembering names 
This never fails to make a good 
Whenever you make a _ policy- 
His 


more 


clean. 
and faces. 
impression, 
holder, 
good will and help may be worth far 
Never discuss life 


cultivate him ever afterwards. 


to you than his application. 


insurance in a humorous vein. It is no sub- 
Impress all with the im- 
No one can belittle 


Be a help to everybody in 


ject for jesting. 
portance of your mission. 
it but yourself. 
every without causing them to 


way can 


feel that you expect to get something out of 


you 


it. However, after sowing this good seed and 


cultivating the ground, never fail to be on 


hand at the proper time to harvest the crop. 
No Jon, But a BusINeEss 

There is one class I wish to discourage from 

class that 

who 


engaging in life insurance work—the 


is only looking for a “job:” the man 


instead of him- 


He lacks initiative and backbone, 


leans upon “pay day,” 
self. 
ing to obey orders, and be a machine. 


upon 
is will- 


If you belong to this class, keep out of life 
, I 


insurance. It is no “job” but a business. If 


you wish to get into business for yourself—a 


full-grown man's business, where you can 
develop; where your initiative will have free 


play; where you will do your own thinking, 
receive the full benefit of your efforts and be 
life the 
There is indeed no other business 


your own “boss” insurance affords 


opportunity. 
to-day that combines so many advantages for 


progressive, conscientious men. Many of our 


ablest insurance men have been attracted to 
life insurance because of the good it does as 
well as on account of its commercial advan- 


tages. The very nature of the business is such 
that it appeals to men of high ideals. 

To-day life insurance is universally appre- 
ciated; it is urged by every business and pro- 
from the pulpit and 
it is patronized by those 


is preached 
taught in the 
of every creed and class and is recognized by 


fession; it 


schools: 


all as the one greatest semi-philanthropic in- 


stitution of the world. 


Witnout 


You are enabled to engage in 


\ DOLLAR OF CAPITAL 
this bttsiness 


g 
investment of 


without the a dollar of capital, 
your company trusting you for as many poli- 
cies as vou can sell, giving you ample time 
to collect from applicants before settling with 


the company 

Some time ago the daily papers had a good 
deal to say about the overcrowded condition of 
some professions in the cities. A census taken 
in Chicago the income of 
physicians in that city to be but slightly over 
$s00 a year. In New York city it is said that 
the average income of lawyers is unbelievably 


1 , — 
showed average 


small. In most cases, a small fortune and sev- 
eral vears’ time had been spent in preparation, 
yet failed to yield even a living income. Com- 


pare this with life insurance—a business offer- 


19 


ing far greater opportunities to men of the 
same ability, where no expense or years of 
preparation are necessary. An agent can start 
right out and make money from the first, get- 
ting his he goes along. Many 
lawyers and physicians have for this reason 


education as 


left their profession and taken up life insur- 
and notable successes 
Some of the most prominent offi- 
cials of life companies to-day at one time car- 
ried a rate book. 


ance, there are many 


among them. 


A YALE GRADUATE 
Life insurance men are recruited from almost 
every vocation; from the bank, pulpit, store, 
office, farm and mine. 
training has little to do with success in this 


Previous occupation or 


work, as it depends entirely on industry, cour- 
age, manliness, and other such qualities. It is 
becoming quite common for young men to 
take up life insurance when they finish their 
college course, and as a rule they are success- 
ful. The Yale record of the class of 1906 
shows that while only one member of this class 
entered life insurance his personally earned in- 
come from this source for the first year ex- 
ceeded the earnings of any of his classmates. 
He has been more successful each year, hav- 
ing built up a very snug income in the short 
ime he has been in He is one 
of the well-known life underwriters of Phil- 
adelphia. 


the business. 


The present manager of a large company in 
one of the mountain States was fifteen years 
ago a telegraph operator at a small station. 
An agent happened along and insured him. 
Later he helped this agent secure some other 
applications railroad men, and in this 
an insight into the business, finally 
taking it up. 


from 
way got 
He now has an income of some- 
thing like $7000 a vear. Considering he is the 
father of ten children and is handicapped by 
having only one leg, failure on the part of any 
agent can not be charged to the business. 

[ very well know an agent who came to this 
country a poor Irish boy. After working in 
the coal mines of Pennsylvania for ten years, 
induced by an agent friend to take 
He was successful from the first 
and now has a large income and is one of the 
leading men of his town, notwithstanding he 
came from two thousand feet under ground 
with a lamp in his cap, direct to life insurance. 

One company cites the following taken from 
similar cases, as 
examples of agents who have been successful 


he was 


up this work. 


among the thousands of 
from the first. 

“Mr. T. was a clerk at a salary of $40 per 
month. At the he left this 
position to become a insurance agent. At 


age of nineteen 
life 

age twenty-two he was making about $3500 
a year, at thirty he is making twice that.” 

“Mr. C. was a dry-goods salesman at a salary 
of $1200 a year which he gave up to engage 
in life insurance. At twenty-eight years of age 
he is earning $3000 a year.” 

“Mr. M. was receiving teller in a bank draw- 
Three years ago he resigned 
and took up life insurance, earning $4000 his 
first year, and last commissions 
amounted to $11,000.” 


ing $1500 a year. 


year his 








Fait ELSEWHERE—SUCCEED IN LIFE 
INSURANCE 

It is common for teachers to take up life 
insurance, and they are usually successful. 
While many other professions or occupations 
are overcrowded, life insurance is always in 
need of men of the right quality. Never be- 
fore have industry, honesty, and efficiency been 
at such a premium. And it is a mistake to be- 
lieve that men who have failed in cther 
cannot come to life 
Business failures are often due to insufficient 
capital and professional failures to overcrowded 
conditions, as mentioned above. Scores of men 
who have failed in other undertakings 
distinguished and redeemed themselves in life 
There is an army of good, clean, 


lines 


insurance and_ succeed. 


have 


insurance. 
capable men to-day who are not prosperous; 
many of them only exist, and if they knew 
what life insurance held in store they would 
lose no time in bettering their condition. 


ISVERYTHING TO GAIN 
The man who earns a salary that amounts 
to anything is usually too good a man to work 
for somebody else. And the man who 
a small salary on which he can barely exist, 
as is usually the case, is simply throwing his 
Tle has everything 


receives 


life and opportunities away. 
to gain and nothing to lose by giving it up. 
At best, very few-salaried men ever get much 
ahead. Aside their life 
many of them save anything 


from insurance not 
for old age or 


Very 


the payroll for any 


have much else to leave their families. 
few men can remain on 
length of time, and not 
robbed of their initiative and 
They cease to be “agents” 


shrink; and not be 
self-confidence. 


and become “instru- 


ments’”—machines. They wish to free them- 
selves but can't quite come to the point of giv- 
ing up a “sure thing” as they call it, so hang 


on. Many a good man with plenty of ability 
to become well off and independent in this busi- 
ness is kept down by some little job, until it is 
too late. If he could only get himself thrown 
out while it is vet time and for once be put 
on his own resources he would develop quali- 
Well may 
man, 


ties that he never knew were in him. 
he envy the independent life insuranc: 
and if any life agent fails to fully appreciate 
the freedom and money-making opportunities 
that this business affords let him look around 
him and see this army of good men who have 
lost their courage and independence as they 
punch the time clock and step to the whims of 
some let him 
blessings and resolve to improve 
tunities as never before. 


o ” . 
boss; count his 


overbearing 


his oppor- 


“WorkERS, JERKERS, SHIRKERS” 
An agent need only think, “keep at it,” and 
control himself in the things that go to make 
Let me emphasize again, 
Nothing will 


ilways 


or unmake a man. 
the importance of getting ahead. 
so discredit an agent as for him to be 
broke. 
ness world upon which he must depend will 
shun him. And worst of all, he will lose caste 
with himself. Many brilliant lack 
balance, and after years of successful solicit- 
ing, from which they had received a fortune, 


His friends may pity him, but the busi- 


salesmen 
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find themselves down and out. It is the con- 
sistent solicitor who makes it his profession, 
honesty and 


establishing a reputation for 


whom life insurance 


Some jester has 


efficiency at home, to 
offers unlimited opportunities. 
three classes: 


shirkers.” It is the 


divided life into these 


“Workers, jerkers and 


agents 


reliable, week” producer that 


succeeds best in this, as in any other business. 


steady, “every 

While being in business for yourself, where 
you can do as you please, is one of the attrac- 
tions of life insurance, it is also one of its 
ereatest dangers. Unless you can manage your- 
a “job” 


you. If you 


self, you had better be satisfied with 
and let 
have 


somebody else manage 


must some one to blow the whistle or 
keep score, you will succeed no better in life 
insurance than you would in any other business 
for yourself. But if you can manage your- 
affords you a_ dignified, 
independent, healthful and 
From coast to coast, and from 


self, life insurance 


honorable, profit- 
able business. 
\laska to the Gulf, every healthy man and 
woman is a prospect for life insurance. 


Ambitious, high-minded men, whose oppor- 
tunities are limited in their present vocation, 
will find in this great work, an unlimited field. 
Those who are already engaged in life imsur- 
ance are urged once more to utilize the in- 
formation and homely suggestions contained in 
this little volume, with full assurance that their 


incomes will be multiplied. 


Everybopy A PROSPECT 
It is both a moral obligation and a business 
Life 
which 


necessity for people to insure their lives. 
insurance is the only medium through 
the contingency of death can be anticipated and 
discounted. There is no other known plan 
which offers the same or even similar advan- 
tages or which can accomplish the same ends. 
Nothing can be devised that will take its place. 
In some form and in some manner life insur 
ance appeals and applies to all, whatever their 
circumstances or conditions may be. 
If you have a 
even though you are taken away before 


wife, it will assure her an 
estate 
you have accumulated it. 
If you have a daughter or a son, it will guar- 
antee support and education. 
If you have a business, it will strengthen 
your credit hecause it protects the creditor. 
If vou have a mortgage 


on the home, it will 


lift it. 

If you do not own a home, it will buy one. 

If vou do not wish to buy a home, a monthly 
income will pay the rent 

If you are unable to borrow elsewhere, you 
can quickly raise money on your policy. 

Tf vou should apply for any responsible posi- 
tion, the fact of your being insured will be a 
eood recommendation. 

If you wish to borrow at the bank, your life 
insurance will be an advantage. 

If you should apply for a fidelity bond, your 
insurance will help you to secure it. 

If you wish to be assured of the support of 
vour dependents, life insurance will relieve you 
of uncertainty and give you peace of mind. 

Tf you wish to escape poverty in later years, 
an endowment policy will enable you to do so 
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application now. 


Thursday 


and give you a feeling of financial security 

If you have an afflicted or unfortunate child 
or other such dependent, a monthly income, like 
a pension, is the wisest provision you can make 
It cannot be lost. 

If you have large means, you will recognize 
the danger of a fortune being lost or bound up 
in litigation when most needed. In such ever; 
a monthly income would come to the rescue. 
It cannot be anticipated or litigated. 

If you are well insured under policies pay. 
able in one sum, consider the uncertainty of 
the proceeds being safely invested’ or wisely ex. 
pended. A large amount in a lump sum is, jp 
many instances, a disadvantage to one without 
financial experience. A monthly income could 
not invite such mistakes, but if everything else 
should be lost, it 
necessities of the home. 


would guarantee the simple 


If you are a partner in business, a partner. 
ship policy covering all the partners and pay- 
able to the firm would, in the event of the death 
of one, protect the firm against loss in adjust 
ine the interest of the deceased member. The 
proceeds are purchasing — the 
former partner’s interest, thus protecting both 


available for 
his widow or estate and the firm. 

If you are a young or single man, an endovw- 
ment policy will provide a safe investment for 
your savings to be deposited in small amounts 
at convenient intervals. In this way you cre- 
ate an estate little by little, or on the instal- 
ment plan, payable to yourself, or in event of 
your death, to your mother, father, sister, 
brother, or other person for whom you may 
wish to safely provide. By insuring when 
young you lay by something with which to 
later on engage in business for yourself and 
which you are apt to let slip away without 
some such definite plan of saving. 

If the necessity for men insuring is so appar- 
ent, is it not in many instances as great an 
obligation for women? 

If the woman is the support of young chil- 
dren, they should have the protection that only 
life insurance affords. 

If her husband is a poor man and they have 
children, her death would be almost as great 
a financial loss and might leave the family quite 
as helpless as in the case of the death of the 
bread-winner himself. 

If she is the support of aged parents or 
others, should not this support be made perma- 
nent and secure? 

If she is a teacher or a business woman, many 
of whom enjoy liberal incomes, an endowment 
policy would be a convenient and’ profitable 
form of investment in addition to its proteét- 
ing some one at her death. 

If she is earning her own living in any capac- 
ity she should have at least a small policy. In 
her death who would bear this final 
expense? Proud women and girls are every 
day heing laid away at the expense of friends 
ir relatives for whom it is in many instances 
a great hardship. 

If you can get life insurance to-day, take it 


case or! 


to-day. Thousands who are insurable to-day 
will be uninsurable to-morrow. 

If you are uninsured or underinsured make 
Any one of the above is a 
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eood and sufficient reason for immediate ac- 


tion. 
Hours 


RESOLUTIONS AND 

Many agents will 
customary last-of-the-year resolution to double 
their business the coming year, and the chances 
also are they will fall down, as usual. The 
ff{ty-thousand-dollar agent will promise him- 
wat that he will write a hundred thousand— 
but will very likely remain in the fifty-thou- 
will be 


continue to make their 


sand-dollar class just the same. Ile 
perfectly sincere in his resolution, but never- 
theless the end of the year will find him rak- 
ing and scraping to make up his usual fifty 
thousand; and all for the reason that he had 
not reduced the year to months, weeks and 
davs, repeatedly renewing his resolution and 
making each fraction of the year a race in 
itself. If you are a fifty-thousand-dollar agent 
you know exactly how it is. 

A resolution to cover the whole year will 
not work out—the time is too long. A month 
is too long. You may be so well satisfied with 
yourself and your resolution and so sure you 
will make good that you will entirely lose sight 
of the fact that one-fifty-second part of what 
you have set out to do must be done the first 
week in January or you will be behind and in 
debt to yourself and your resolution. If you 
were going to walk thirty miles in ten hours 
hour. Each 
to be a 


walk 
would 


every 
have 


you would have to 


hour and 
separate race if you were to make good at the 
finish. And this is absolutely true of the race 
with yourself to double your last year’s record. 
Instead of resolving to write one hundred thou- 
sand next year, make it two thousand for the 
first week, and two thousand for every other 
week of the vear, and the one hundred thou- 
sand at the end of the year will take care of 
itself. Reduce the year to all the nows—all 
the to-days of the year. 


each minute 


Tue WEEKLY RESOLVE 

If you can sell fifty thousand of business in 
a year, you are a salesman; you have demon- 
strated that you can sell life insurance—and 
any man who can sell fifty thousand in the 
usual happy-go-lucky way can sell a hundred 
thousand or two hundred thousand if he will 
only go at it after the fashion just described. 
Make the resolution that you will write two 
thousand dollars before the first Saturday night 
of January and that you will not put your 
head on the pillow on that night until you 
examination and pre- 


application, 
Renew and make good 


have the 
mium in your pocket. 
the same resolution for the next week, and the 
next—and so on throughout the year, and you 
have won. Make good your first week’s resolu- 
tion without thinking about what you are going 
te write during the whole year. First, reduce 
the year to weeks, and let each week be a race 
by itself. 

When you get behind on your year’s resolu 
tion (which you certainly will unless you re- 
duce the year to weeks and days), it will be 
like getting behind in a foot race—you will not 
be able to catch up. Therefore, train ycurself 
to get that two thousand every week, then see 
how very easy it would be to get it on the first 


THE SPECTATOR 


INDUSTRIAL INSURANCE SECTION 


Kdueation of the Life Insurance Agent 


By Stacey W. Wane 


Insurance Commissioner of North Carolina 


The life insurance agent of the 80's and go’s 
was doubtless as well equipped as the farmer 
of the same period. In the field of insurance 


neither education nor training was then re- 
gerded as essential by the agent, for life insur- 
ance itself was generally considered but a 
gamble, and the field was overrun by many 
who had failed in other lines, or were incom- 
petent through lack of education and by fail- 
ure to conceive the re sponsibility of their voca- 
tion, and by some who saw in it an opportunity 
to profitably substitute knavery for knowledge; 
and their tactless methods, their disregard of 
the practical needs of the prospect, resulted in 
toward the general 


a feeling of repugnance 


] 
address 


Extracts from an before the Life Under- 
writers Association of Charlotte, N. C., June 22, 1923. 


day of the week— Monday. You will plan to 
have enough promises and good prospects on 
hand for Monday to insure that amount, and 
vou will write not only two thousand every 
week, but four, six or ten thousand. You will 
boosted yourself out of the fifty- 


writing a 


then have 


thousand-dollar class and will be 


ecood bie business, making money, and be hap- 
pier than ever before. Isn't it worth while? 


IORGET THE YEAR 


fill the 


day to keep up steam. 


with new coal 
every You have to 
keep the wheels going round all the time if you 
Forget about the 


You have to fire box 


are going to get anywhere. 
Think only of what you are going to do 
to-day. If good 


vear. 


this week, now, you make 
now anid keep on making good now, you will 
have made good for the whole year. Try it and 
see how easily you can double or treble your 
business for next year by this systematic but 
simple way of dividing up your time and 
efforts. 

Why is it that many life insurance men earn 
five thousand, ten thousand, or more every year, 
while so many others representing the same 
rate books, 


and having 


companies, carrying the same 


soliciting in the same_ territory 


earn not to 
Whenever you 


exactly the same opportunities, 
a few hundred dollars: 


life insurance salesman whose commis- 


EXCEC d 
find a 
i five thousand dollars or more a year, 
you can depend upon it that he is one who 
reduces the year to days and makes every day 
This is an absolutely sure way, and, 


S1¢ Ss are 


a race. 
in: fact, the only way you can make big money 
in this or any other business. Any agent who 
will follow this plan will write more business 
in three months than he ever before wrote in 
a year. 

[The foregoing are extracts from the book 
“Multiplying Your Income,” by William T. 
Nash, published by The Spectator Company. 
The book is an excellent one for study by in- 
agents. Copyright by 


dustrial life insurance 


The Spectator Company, New York.] 
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principle of insurance which required years to 
outlive. 

The attitude of the public toward insurance 
at that time may be illustrated by a conversa- 
tion between an agent and a Dutchman whose 
house had been insured for $1000 and was 
burned. The agent in adjusting the loss con- 
tended that a better and bigger house could 
be replaced for not more than $600, therefore 
they should not pay more, and the Dutchman 
finally accepted. A few days later another 
agent called upon the Dutchman to solicit a 
life insurance policy upon his wife, whereupon 
the Dutchman retorted in an angry tone: “In- 
surance pe tam! You agents are all crooks! 
My vife, she die; you say, ‘Ve do not pay; ve 
gif you a bigger, better vife.” 

The wonderful opportunities to make moncy 
end advancement in country are 
largely responsible for a lack of thoroughness 
in almost every activity. I think I may say 
that nothing now impedes the progress of our 
country more than the yoke of superficiality, 
the doing of things by halves. To whatever 
vocation we turn we may find that the desire 
for promotion, for power and greater pay, 
cbscures from us the importance of thorough 
preparation and surpassing competence in do- 
ing the little things well. and I often wonder 
if we have not lost a valuable aid to higher 
attainment in the abandonment of the appren- 
tice system, and if instead we should not have 


secure this 


adapted it to the professions, as well as to the 
trades, in order that those seeking recogni- 
tion therein might be required to show suit- 
able proficiency before obtaining advancement. 

Under our present system the wage-earner 
or the man at the bottom soliloquizes with 
himself thus: “Why should I strive for accu- 
racy, for thoroughness and excellence in this 
small and arduous task, when there is within 
my reach a higher position and attractive pay 
with no increasing strain upon my faculties 
nor responsibility upon my shoulders?” In 
many cases the insurance agent speculates to- 
day upon the formation of a company under 
his own management to-morrow, and fcels no 
urge to excel in the field as an agent. The 
plane of the life agent should be so high as 
to make him available as manager or even 
president of his company, to which he may 
properly aspire if he but qualifies himself for 
greater usefulness by increasing his knowledge 
and consecrating himself to service. No greater 
necessity ever existed than now for complete 
training of those 

responsibility of 


thorough 

upon whom is placed the 
interpreting and analyzing the complex pro- 
insurance policy. 
the value of 
individual 


knowledge and 


visions of the modern life 
It is 
co-operation unless we 
responsibility of completely mastering the tools 
with which we work. We should at least take 
as great an interest in the advancement of this 


useless to moralize upon 


accept the 


ereat profession as farmers, without stimulus 
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or leadership, have shown in the advancement 
of agricultural methods. I would not be under- 
stood as discounting your efforts along this 
line, nor disparaging your achievements, nor 
would I judge insurance agents in terms of 
their failure, but rather in the light of hope 
and opportunity. 

To my mind the greatest contribution of 
education to the advancement of society, or 
to the successful accomplishment of any under- 
taking, lies not so much in the superiority of 
an individual by reason of the mere posses- 
sion of knowledge, but in the fact that it gives 
him an entirely: new perspective of life, of re- 
sponsibility, and of power; that it enables him 
to appreciate the value of thoroughness iu the 
thing he undertakes. 

You have chosen a profession, rich in op- 
portunities for service, with broad avenues to 
success; but there are manifold responsibilities, 
and there is no rainbow to mark the clearing 
sky of failure except the highway of knowl- 
edge—except to overcome chaos and mediocrity 
by meeting the obstacles with thorough prepa- 
ration, devotion to principle, and a true con- 
ception of your relation to the company you 
represent and the public you hope to serve. 
Tragic failures in every walk of life mark the 
neglect of indivduals, endowed with natural 
qualties of leadership, to equip themselves 
for greater responsibilities by adequate prepa- 
ration and faithful performance in a subordi- 
nate capacity. What is more pathetic than the 
outlook of a young man with high aspirations, 
with qualities that have won him confidence 
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and promotion, but who finds himself un- 
equipped through lack of knowledge te im- 
prove his opportunities, whose range of vision 
is too narrow to meet the broadening iand- 
scape of an advancing age, who—through fail- 
ure to study and overcome the problems be- 
hind—is unprepared to cope with the problems 
before? 

In speaking of education, I am not referring 
tc a university training, though this is desir- 
able, but of a knowledge of the fundamentals, 
the theory and application of life insurance, 
even the elementary principles of which are 
not always taught the applicant for a license. 
I am speaking of a knowledge of human nature 
—of self-analysis. True, education cannot be- 
stow character nor compensate for it; but if 
one has sufficient interest in life to toil for 
knowledge that knowledge when gained is apt 
to intensify his interest in those vital to his 
success and the good of mankind. 

Many an agent is hopelessly anchored to the 
footstool of success by indifference—indiffer- 
ence toward his personality, his appointments, 
his family, toward society, and naturally to- 
ward his prospect. Many an application is lost 
by indifferent suggestion, by unfair competitive 
methods, by emphasizing the non-essentials of 
life insurance, or by poking the detestable rate 
book into the face of a prospect who might 
respond readily to a clear analysis of life in- 
surance as adapted to his personal needs. 

Then, again, I would say that education for 
the life insurance agent is needed, not so much 
that he may add new thought to a subject upon 


which volumes of logic have already been writ- 
ten, but that he may present forcibly thoughts 
most generally admitted as sound, and_ bring 
them into brilliant light, keeping in mind that 
“pebbles of truth” are more effective than the 
“javelin of error”; that it is the heart and the 
power of intellect that convince; that in order 
to sell the public he must first have sold him. 
self to the principle of life insurance. No 
power of mere education, no marshaling of 
words nor pomp in expression can atone for 
lack of earnestness and personal conviction, 
The least important of all weapons, and the 
most generally used in the sale of life insur- 
ance, is the rate book. Let the agent realize 
that all honest life insurance is based upon the 
same actuarial science, and that any gratuity 
offered with it means a cutting of the corners 
of safety at some point. Not only that, but it 
often proves detrimental to all interests. 
Many agents treat their policy contract as a 
remnant to be sold over a bargain counter, em- 
phasizing its cheapness rather than its quality 
and ample provisions. Many agents appeal for 
legal protection against the petty schemes of 
unfair competitors, and while I am sincerely 
desirous of preserving the integrity of the busi- 
ness by eliminating unfair practices through 
laws and rulings wherever possible, we must 
admit that wealth in character or in money is 
reached not through laws, but labor, and that 
convincing argument will not fail even the un- 
skilled’ when backed by reason and passionate 
a righteous cause earnestly pre- 


y 


devotion to 
sented. 





THE ART OF CANVASSING 


HOW TO SELL INSURANCE 
BY THE LATE WILLIAM MILLER 


Formerly superintendent of agencies of a large life insurance company 


This is one of the most instructive little works for canvas- 
sers in the life insurance field, and it has proved its worth 
by passing through nine large editions. 
eighth edition of this book has been issued by The Spectator 
Company, and its lessons are just as valuable to-day as when 
first penned. ‘Thousands of agents throughout the country 
have learned their first steps in life insurance canvassing 
through the medium of this book, and what it has done for 


them it willdo for others. 


The major portion of this book consists of suggestions as 
to the best methods of success in writing business; what 
occasions should be sought and what avoided for a presen- 
tation of the subject of insurance; what to do and how to 
do it; in short, how to get at a man and secure his application. 
The book is written in a plain, straightforward manner, 
free from technicalities, and is valuable alike to the raw 


recruit and the veteran. 
The Eighth Edition of THE ART OF 


most handsomely printed and bound in red flexible binding, 
the size being convenient for the pocket. | 


Prices: 
Single Copies - - - - - 
2 ell 


50 ‘ce ee ee 
100 ‘ec ee ee ee 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 
INSURANCE EXCHANGE 














A reprint of the 


CANVASSING is 


- $2.00 
- 45.00 
- 85.00 
- 160.00 


CHICAGO OFFICE 

ISURANCE EXCHANGE 

135 WILLIAM STREET 
NEW YORK 








A Thousand and Qne Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 


This work, prepared by a manager of wide 
activities in the industrial field, shows through 
a series of conversational talks how an agent 
should start his canvass, keep up collections 
and overcome objections to a proposition for 
industrial life insurance. 


Price per copy, cloth bound, $1.00 


Special prices quoted on large quantities. 
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METROPOLITAN NOTES 





Many Promotions Earned in June 





TWO NEW DISTRICTS CREATED 





Edward G. Fisher Made Manager—Leaders 
in Ordinary and Industrial 

During the month of June the Metropolitan 
Life Insurance Company created two new dis- 
tricts, one in the Empire State territory and 
the other in the Middle West territory. By a 
combination of district transferred from Mt. 
Vernon and White Plains, N. Y., the new dis- 
trict of New Rochelle was created June 18 
with R. R. Lawrence, transferred from Hud- 
son, N. Y., as manager. This transfer per- 
mitted a promotion and John J. Daly, assistant 
manager in the Murray Hill district, was made 
manager of Hudson, N. Y. 

The Louisville, Ky., district, in the Middle 
West territory, was divided and a new dis- 
trict created called Shawnee, June 18. Blaine 
E. Lemert, manager of the Vincennes, Ind., 
district, was transferred to the new district 
and the vacancy thus left was filled by the 
promotion of Walter W. Whalen, an assistant 
manager in Gary, Ind. Z. T. Miller, manager 
in the Louisville, Ky., district, resigned and 
was succeeded by Charles E. Wilson, manager, 
transferred from Paris, Ky., he in turn being 
succeeded by Horace C. Wigal, promoted from 
assistant manager in the Tippecanoe, Ind., dis- 
trict. Ambrose W. Carlton, manager in Falls 


City, Louisville, Ky., resigned on account of 
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ill health and was succeeded by Edward G. 
l‘ischer, formerly cashier in the Tippecanoe, 
Ind., district, July 9. 

In the Middle Atlantic territory Peter W. 
Northcott of the Dover, N. J., district, retired 
Thun, formerly an 
J., June 4. 
Philadelphia 
and the 


and was succeeded by Max 
assistant manager at Newark, N. 
C. J. Meran: 
North, Pa., district resigned June 4, 


manager of the 


ference of Coy A. Bowen from the Fairview, 


N. J., district. He was succeeded by J. A. 
Halbe, transferred from Millville, N. J., and 
Frank McAnally, general assistant manager 


of the Middle Atlantic territory, was appointed 
manager of Millville, N. J. 

\ndrew Smith, 
Mich, district, resigned June 25 and was suc- 
ceeded by Nicholas P. Beck, promoted from 
assistant manager in the 
Wis., district. 

In the Canadian territory there were three 
Charles A. Beaudette and Joseph O. 
managers, places, 


Jackson, 


manager in the 


say View, Milwaukee, 


changes. 
Langevin, both exchanged 
the former going to Laurier, Que., the latter 
to Hull, Que., June 25. Richard W. Hardwick, 
manager of the London, Ont., district, re- 
signed on account of ill health and was suc- 
ceeded by Albert G. formerly field 
supervisor of the territory, June 18. 


Bradley, 

On account of the resignation of 
IT. Stewart 
the Southern territory, 


William 
as superintendent of agencies for 
Arthur W. Trethewey, 
district, re- 


manager of the Roxbury, Mass., 


ceived promotion to that office and the vacancy 








thus left in the Roxbury district was filled by 
transferring Benjamin Walshon, manager of 
the Stratford, Conn., district, June 18. Two 
other moves resulted. Harry Covin, manager 
of the Bristol, Conn., district, was transferred 
to Stratford, Conn., June 18, and Thomas N. 
Mitchell, assistant manager in Roxbury, Mass., 
was made manager of the Bristol district. 

The ten leading agents and agents unattached 
in ordinary placed business for the year to and 
including the week of June 4, were: G. S. 
Applegate, agent, New Brunswick, N. J.; M. 
C. McClain, agent, Mt. Vernon, N. Y.; R. C. 
McGee, agent, Uniontown, Pa.; Charles Gold- 
blum, agent, Southwark, Pa.; Joseph Freeman, 
agent, Paterson, N. J.; J. B. Oliver, agent 
unattached, Binghamton, N. Y.; Harry 
3achenheim, agent, Norristown, P.; Samuel 
Schwartz, agent unattached, Cleveland, Ohio; 
Louis Benjamin, agent, Providence, R. I.; L. J. 
Dimitroff, agent, Chelsea, N. Y. 

In industrial gross increase for the year to 
and including the week of June 18, the follow- 
ing were the ten leading agents and agents un- 


attached: F. H. Potvin, agent, Manchester, 
N. H.; Fred Casavant, agent unattached, 
Biddeford, Maine; Benjamin Silber, agent, 


3ristol, Pa.; Solomon Halperin, agent unat- 
tached, Toronto Center, Canada; M. K. Mur- 
phy, agent, South Boston, Mass.; J. H. Put- 
nam, agent, Manchester, N. H.: Israel Kaplan, 
agent, Manchester, N. H.; Nicholas Marco- 
vicz, agent, Manchester, N. H.; Samuel Miller, 
agent, Fulton, N. Y.: E. A. Rider, agent, 
Clarksburg, W. Va. 
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Director, Life Insurance Training Course 
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Price, $2.40 Delivered 


The Psychology of 


Selling Life Insurance 
By Dr. E. K. Strong, Jr. 


School of Life Insurance Salesmanship 
Carnegie Institute of Technology 
PRICE, $4.25 Delivered 


Selling Life Insurance 
By Dr. John A. Stevenson 
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Meeting Objections 
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——— 
Address by Col. W. B. Burpee 
(Concluded from page 9) 


First.—The inability of any company to operate 


glong its own conservative lines as to amounts of in- 


surance. 
Second.—Adjustments would be 

make imperative numerous appraisals. 
Third.—Such a form would make each policyholder 


complicated and 


a full insurer. 

Fourth—The moral hazard would not be reduced 
by such form because the assured would feel inclined 
to take the chances of a favorable adjustment, er 
appraisal, or possibly a jury: verdict. 

After considering this question with considerable 
care, the committee by strong majority recorded it- 
self as opposed to the adoption of a no-amount policy. 

I have reviewed the creation and the operations of 
the National Automobile Conference 
somewhat at length in order to bring home to you 
Jocal agents, if possible, some realization of the tine 
and thought that is given to this 
pany executives, to the end that you may have rea- 
sonable conditions which to 
of insurance. The organization has been far from 
perfect but we certainly can set our mark nigh and 


Underwriters 


subject by com- 


under write this class 


aim at it. 

Since the present conference was formed in June, 
1920, we have been through the time 
ever known in the history of motor vehicle insurance; 
price fluctuations came with extreme rapidity 
violence; the companies uneasy because 
were all confronted with the fact that they had end- 
tess policies out for an amount largely in excess of 
market values; list 
frequently that the printers could not keep up with 
such changes; individual with the 
best of intentions were continually besieging the con- 
ference for changes, many of them having a formula 
of their own that was expected to be the one cure-all 
for our difficulties and for the severe record that we 


most critical 


and 


were they 


prices were being changed so 


companies very 


were experiencing. 

The result that 
fusing to local agents as well as to companies and a 
censtant irritant for the public generally. For some 
time it seemed as if certain companies were largley 
under the delusion that the automobile conferences 
should be so molded as to 
underwriting for them. This 
tion of the founders of the 
evidenced by a review of its 
ferred to. 

Now that the industry itself has ap- 
parently settled down on to a more permanent price 
basis, we can confidently assure you of less changes 


was constant changes were con- 


automatically do their 


was never the inten- 


conference, as plainly 
purposes heretofore re- 


automotive 


in every direction. This is one of the principal ob- 
jects that we have in mind. 

What is the duty and what should be expected of 
the companies that are writing insur- 
ance? As I view it, it is that they should join the 
Automobile Underwriters Conference and _ co-operate 
with us for the betterment of the business generally. 
Virtually every company doing business is using con- 
ference and forms foundations of their 
operations. Why not, then, into the organiza- 
tion and bring along constructive criticism rather than 
stay on the outside and continually throw out destruc- 
tive 


motor vehicle 


rates as the 


come 


suggestions ? 
little 
the piratical course of one or more of its competitors 
and seems to feel that 
(or) excessive commission. This looks to me equally as 
foolish action of the local agent who steals a 
line by dividing his commission. 

The 


be considered by all respectable companies as supreme 


Every while some company gets uneasy at 


it must meet the cut rate and 


as the 


general good of insurance as a whole should 
in importance over any particular risk or temporary 
advantage gained by the use of irregular and excessive 
that 
secure a reasonable proportion of the business of the 


should 


commission arrangements. A company cannot 


without bribing the susceptible agent 
itself. 


country 
be ashamed of 

Mr. Burpee concluded with an appeal to the 
agents to carry on their business along con- 
structive lines and to criticize constructively 
when they find it necessary to criticize. 


WISCONSIN GOVERNOR SIGNS COM- 
PENSATION BILL 
Added Indemnity Provided in Measure— 
Funeral Allowance Increased $100 
Mapison, Wis., July 
to-day signed a bill giving injured workmen 
under the 


2.—Gevernor Blaine 
13.9 per cent more compensation 
workmen’s compensation act at an added ex- 
pense of about $355,000 to emptoyers. 
The chief changes are as follows: 
amount that can be paid 
This is for 
per- 


1.—The largest 
out for any one injury is $16,380. 
permanent total disability occurring to a 
son thirty years or less of age. 

2—The maximum weekly compensafion is 
increased from $16.90 to $18.20. 

3.—In death cases additional compensation is 
paid for children, depending upon the age of 
Under the old law the widow re- 
earnings, 


the child. 
ceived four times the average annual 
but under the new law she will receive addi- 
tional indemnity. The maximum amount that 
the widow may receive is increased from $5200 
to $5600; the maximum amount that any one 
child may receive is $1000. 
1—The allowance for 
increased from $100 to $200. 
considerable 


funeral expense is 


5.—There is increase in the 
benefits payable for major permanent partial 
injuries (such as loss of an arm, leg or an eye). 
In addition to paying for the permanent dis- 
ability arising from major injuries, the heal- 
ing period is also compensated. 
6.—The compensation payable 
permanent injuries is all considerably increased. 


for minor 


Names W. Stanley Smith to Succeed Platt 
Whitman 

Maptson, WI1s., June 30.—W. Stanley Smith, 
for two years prohibition commissioner of Wis- 
consin, has been appointed by Governor Blaine 
and confirmed by the State senate for the 
position of Commissioner of Insurance in Wis- 
Mr. Smith will succced Platt Whit- 
man, Insurance Commissioner 
for the past four years. Mr. Smith assumes 
his duties on July 2. The term is for four 
vears and the salary is $5000 a year. 

Mr. Smith has been a lawyer and has dealt 
Ashland for a number of 


consin. 


who has been 


with insurance at 
years. 

Born in the town of Wollard, La Crosse 
county, Mr. Smith was educated in the com- 
mon schools and graduated fiom the Gales- 
ville high school in 1897 and from the Una- 
school in 1808. He studied law 

for year in the office of McConnell & 

Sweitzer, La Crosse, and graduated from the 

University of Wisconsin law school in Igo1, 

completing the three-year course in two years. 

He practiced jaw at Ladysmith and Glidden and 
~ moved to Ashland in the spring of 1903. He 

was elected district-attorney of Ashland county 

in roto and re-elected in 1912 without opposi- 
tion. He resigned as a member of the com- 
mission from city council at Ashland to go 
into the war service. His father and grand- 
father served in the same regiment in the Civil 
War. 


laska high 


one 
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Missouri Commissioner Against Special 


Rates for Auto Club 


St. Louts, Mo., July 2—State Superintend- 
ent of Insurance Ben C. Hyde announces from 
Jefferson City that the application of St. Louis 
insurance agents for permission to reduce the 
rate 20 per cent on automobile insurance to 
members of the Automobile Club of Missouri 
had been denied. 

Mr. Hyde further said he expected to be in 
St. Louis in a day or two to look into the 
proposal to make special rates for club mem- 
bers. He made this statement: 

“Numerous complaints have heen received by 
this department that companies and agents are 
automobiles and in- 
cluding therewith, either in the same policy 
or separate policies, theft, property damage, 
collision, liability or similar coverages at less 
than the companies’ regular rates for such cov- 
erages utilizing these reductions in rates to 
deliver their fire policies. 

“This department holds practices in 
violation of the Missouri rating law, particu- 
larly section 6278 in that they constitute a 
special concession or constituted subterfuge to 
charge other than the rates or premium prop- 
erly applicable to the property as indicated 
by the company’s public ratings record and 
further that such practices discriminate un- 
fairly between risks of essentially the same 
hazard.” 


writing fire coverage on 


such 


Roy F. Britton, attorney for the Automobile 
Club of Missouri, said: 

“T had been informed that the State Insur- 
ance Superintendent considered automobile in- 
surance rates too high and I shall be surprised 
if either he or his brother the governor takes 
any stand to prevent the lowering of these rates. 
The fire rates were to have been filed by the 
national underwriters and the liability rates 
by Lloyds of London. They were two sep- 
arate propositions. The club will take no action, 
as we had simply accepted a rate offer made 
to us by the insurance men.” 


HARTFORD STEAM BOILER-INCREASES 
CAPITAL 
Directors Recommend Addition of $500,000 
—Stockholders to Vote on Proposal 
on August 15 
HartForp, Conn., June 30.—The directors 
of the Hartford Steam Boiler and Insurance 
Company decided at a meeting held Wednes- 
day, June 27, to recommend to the stockholders 
that the capital stock be increased from $2,000,- 
000 to $2,500,000. A of the stock- 
called on 15 to act 


meeting 
holders will be August 
on the recommendation. 

The surplus of the company is about $3,000,- 
ooo. In addition to the regular quarterly divi- 
dend of 2™% per cent an extra dividend of 2% 
per cent was also voted. It is believed possible 
that if the stockholders act favorably on the 
proposed increase the dividend rate may be 
made 12 per cent, with the further possibility 
of extra dividends if earnings warrant it. The 
will make possible greatly 


increased capital 


broadened activities. 
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ACCIDENT 


SELLS AND STAYS SOLD 


Accident Insurance is what the storekeeper would call a quick turnover 
It sells quickly and the sales resistance is comparatively low. 
Properly sold, the business renews readily. 


Almost everyone needs Accident Insurance, and the urgency of this 
need is kept constantly before people by the accounts of accidents that fill 
And almost everyone can afford to carry adequate Ac- 
cident Insurance, for the cost is moderate. 


Our line of standard and special contracts will enable you to get your 


share of Accident business. If your company does not handle Accident, 


write us for complete information. 


MISSOURI STATE LIFE INSURANCE CO. 


Home Office: St. Louis 


HEALTH 


GROUP 











Journal of the Institute of Actuaries 

From the presses of Charles and Edwin 
Layton, England, has come No. 280, March, 
1923, Part 1, of the “Journal of the Institute 
of Actuaries.” This book embraces the re- 
perts, recommendations and papers submitted to 
the society by the actuarial members from No- 
vember of 1922 until the date of publication. 
It contains chapters on the handling of ex- 
cess insurance in England, a summary of re- 
cent litigation and court findings, reports of 


the investigations of mortality experience 


among life annuitants between I900 and 1920, 
actuarial studies of value to insurance interests 
throughout the world and numerous reviews 








of life insurance hazards and actuarial findings. 

Statistical mathematical with 
particular reference to life and 
theories of insurance practice, are also con- 
tained in this instructive and useful volume as 
well as a lengthy discussion of the English 
insurance situation from an stand- 
point by the president of the Institute of Actu- 
aries. Detailed accounts of the discussions at- 
tending the presentation of the various papers 
are given, together with a handy index and con- 
tents guide. The book is obtainable at $2.50 
per copy from The Spectator Company, who 
are the sole United States agents for the 
publications of Charles and Edwin Layton. 
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National Life of U. S. A. Enters Mass. 

The recent ruling of Clarence W. Hobbs 
Insurance Commissioner of Massachusetts, re 
constructing the ruling of Commissioner Cut 
ting on preliminary term policies has resulted 
in a new interest in that State on the part oi 
some companies whom the mandate had kepif 
out. 

Among these is the National Life of th 
U. S. A., which has now announced its inter: 
tion of entering Massachusetts and will appl) 
for admission as soon as a satisfactory repre 
sentative can be secured. 

The company’s program of expansion pro 
vides for continuously added agencies. 
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THE COMBINED DEATH AND EXPENSE RATE PER CENT OF MEAN INSURANCE IN FORCE OF FORTY-S1X LIFE INSURANCE COMPANIES 





























| | | 
| } | 
| | | | 
COMPANIES. 1903 | 1904 | 1905 | 1906 | 1907 
| | 
| 
| 
Mae... sadert coins 2.17 | 2.18 2.19 | 2.12 | 2.02 
American Central....... 2.18 | 2.51 | 2.53 | 2.37 | 2 30 
AilantiQ es. «c+ s-eccuss 2.87 | 2.51 | 2..4 | 1.75 | 2.14 
Bankers, NeQissccensass 1.98 | I 73 1.49 | 1.36 | 1.38 
Berkshire. ..... see eecee I 85 | 1.80 | 2.22 | 2.07 | 1.97 
Central of U. 5.A......] 2.41 | 2.54 | 2.66 | 2.38 | 1.97 
Connecticut Geuera'... | 1.98 | 2.07 | 2 12 | 1.88 | 1.40 
Connecticut Mutual.....| 3.60 | 3.80 | 3.46 | 3.35 | 3.40 
Equitable, New York....] 2.43 | 2.29 | 2.21 | 2.13 | 2.16 
Equitat le, Des Moines..} 1.51 | 1.72 | 1 42 | 1.43 | 1.59 
WEGOn al PMO ors sis-6 s:a1n 0s. 2.05 | 3.37 | 2.58 | 2 46 | 1.76 
Fidelity Mutual]......... 2.27 | 2.31 | 2.38 | 2.30 | 2.10 
Franklin Life........0.. 2.80 | 2.57 | 2.27 | 2.35 | 1-7 
Guardian of Am: rica... | 2 61 | 2.64 | 2.59 | 2.40 | 2.32 
BOM@ EUG .c6 sacs cass 2.54 | 255 | 2.20| 2 41 | 2.10 
PIMOS EME x 6)0's0:5 cae aaie 2.53 | 2.75 | 2 62 | 2.42 | 2.45 | 
Manhattan... 0022. 0<ss 3-12 | 2.95 | 2.91 | 3.00 | 2.77 | 
Maryland Life ......... 2.54 | 3 29| 255 | 2 79 | 1.87 | 
Massachusetts Mutual...} 1.80 | 1.90 | 2.08 | 1.79 | 1.73 | 
Michigan Mutual .......} 2.15 | 2.21 | 2.30 | 2.21 | 2.29 
Minnesota Mutual...... 3-21 | 3 25 | 2.88 | 2.51 | 2.27 
Missouri State.......... 2.89 | 2 85 | 2.51 | 2.36 | 2.61 
Mutual Benefit.......... 2.33 | 2.29 | 2.22 | 2.06 | 1.95 
Mutual of New York... .| 2.54 | 2.55 | 2.35 | 2.10 | 2.2c 
National Life, Ve _......] 1.92 | 1.90 | 2.04 | 1.98 | 1.87 
National Life U. S. A.. | 3.39 | 2.99 | 2.76 | 2 37 | 2.29 
New England..... eeee-| 2.47 | 2.22 | 2.26 | 2.11 | 2.02 
New York Life......... 2 12 | 2 21 | 1.99 | 1.72 | 1.69 
Northwestern Mutual...} 1.73 | 1.76 | 1.79 | 1.69 | 1.64 
Pent Mute? os icis6:6.5:6.5/2 1.86 | 1.95 | 2.04 | 1.89 | 1.9: 
Phoenix Mutual......... 2.52 | 2.39 | 2.45 | 2.38 | 2.05 
Presbyterian Ministers. .| 1 06 | 1.05 | 1.27 | 0.94 | 1.38 
Provident Mutual ...... 200/1.59| 1 65 | 1 67 | 1.87 
Register Life ..... cocces! E74 | 2.2I | 1.72 | 1.22 | 1.22 
Reserve Ibdans <:<.secs 00 2.46 | 3.24 | 2.21 | 2.02 | 2.27 
Royal Union. «...65:06600% 2.47 | 2.38 | 2.17 | 1.94 | 2.10 
St. Louis Mutual......:.] 3 33} 4 11 | 2.82 | 4.17 | 1 65 
Security of America..... 2.63 | 2 33 | 2.62 | 2.18 | 3.07 
Secu ity Mutual, N. Y...] 2.61 | 2.67 | 2.58 | 2,48 | 2.5 
State Life, Ind.......... 2.27 | 2.25 | 2.27 | 2.29 | 2.73 
State Mutual, Mass..... 2.16'| 5.85 | 2:12 | 1:75 | 5.58 
ANANCIONS «.cosieicavaca ceca 2.05 | 2.03 | 2.25 | 1.96 | I.7G 
Union’ Central... ......... 1.58] 1.70 | 1.61 | 1.73 | 1.64 
Union Mutual........... 2.39 | 2.54 | 2.29 | 2.33 | 1.83 
United States... o.<..¢6: 2.59 | 2.87 | 2.95 | 2.56 | 2.64 
Wisconsin Life.......... 2 46 | 3.55 | 2.47 | 2.36 | 1.45 
Averages (46 cos.)....... | 2.25 | 2.24 (2.14! 8.606] 144 


| 1908 | 
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| | 
| 1915 | 
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Wisconsin Reciprocal Law 
Mapison, Wis., June 30—The repeal of the 
reciprocal insurance law, whicii has been on 
the statute books since 1915, was defeated in 
the senate 17 to 16, and reconsideration was 
Under present 
outside companies pay the same tax for opera- 
the States 
these outside companies are domiciled charge 
Wisconsin 
States. 

Senator Severson contended that the repeal 
of the reciprocal law would bring $100,000 an- 
nually more into the State treasury. Senator 
Theodore Benfey said that it would place the 
large life insurance companies of this State 
at a disadvantage in other States. 


refused. the reciprocal law, 


tion in Wisconsin, while where 


companies for onerating in their 


Transactions of the Actuarial Society of 
America 

Number 68 of Volume XXIII, Part Two, 
of the “Transactions of the Actuarial Society 
of America,” has been issued. This covers the 
of October 19 and 20, 1922, and 
an address by President Robert 
“The Logical Basis of the 


mecting 
embraces 


Henderson on 


Theory of Probabilities,’ as well as the fol- 


1909 | 1911 1914 1916 | 1917 
| 
| | 
| 
| 
pa | 
1.95 | 2.01 | 2.03 | 1.97 | 1.98 | 1.95 | 2 I! | 2.00 | 2 19 202 | 
2.36 | 1.87 | 2.00 } 2.26 | 2.17 | 1 80 | 1-82 | 1.84] 1.74] 1.59 | 
3.09 | 2.70 | 2.23 | 1.90 | 2.08 | 1.82 | I 55 | 1.82 | 1.96 | 1.73 | 
I 27| 1 46] 1.27/}1 12 Sol Bee fend Feel eee | 
1.90 | 2.25 | 217] 2.10] 2.4 | 1.93] 252] 2 43] 2.27 | 208 | 
I go 1.88 | 1.78 | 1.45 | 1.78 | 1.74 | 1-74 | 1.78 | 1.61 | 1.55 
I 46 | I 43 | 1.43 | 1.56] 1.53 | 1.49 | 1-54} 1.68 | 1.71 | I 43 
3-13 | 3 29 | 3-17 | 3.12 | 2.99 | 2.94 | 250 | 2.71 | 2.52 | 2 34 
2.33 | 2.30 | 2.28 | 2.27 | 2 27 | 2.14 | 2 10 | 2 24 | 2 22 | 2.14 
1.33} 157]147) 1.41 | 1.52] 1 44 | 1-33 | 1 36| 1.54 | 1.43 
1.62 | 1.46 | 1.99 | 2.20 | 2 50] 2 11 | 2.02 | 2.02 | 2.23 | 2 27 
2.08 | 2.28 | 2.15 | 2.09 | 2.15 | 2,03 | 2-18 | 2.23 | 2.32 | 2.02 
I 78 | 1.95 | 2.24 | 1.92 | 1.99 | 2.06 | 1 98 | 1.82 | 1.96 | 1 95 
2.45 | 2.38 | 2.33 | 2.50 | 2.37 | 2.20 | 2-28 | 2.30 | 2.11 | 2 37 
2.00 | 1.97 | 1.91 | 2.04 | 1.87] 1 75 | 1 99 | 1.88 | 1.99 | 1.76 
2.41 | 2.67 | 2.42 | 2.35 | 2.32 | 2.02 | 2.00 | 1.79 | 1 gg | 1.82 
2.95 | 2.92 | 2 6 | 3.02 | 2.82 | 2 63 | 3-18 | 3.19 | 3.02 | 3 21 
2.56 | 1.97 | 2 08 | 2.03 | 2.79 | 2.23 | 2-60 | 2 69 | 2 34 | 2.27 
1.82 | 1.72 | 1 72 | 1.04] 1.79 | 1.71 | I-71 | 1.79 | 1 81 | 1 94 
1.43 | 1.95 | 2.23 | 2.16 | 2.06 | 2.22 | 2.26 | 2 22 | 2 03 | 2.13 
2.04 | 1.95 | 2.22 | 2 33 | 2.29 | 2.10 | 2.24 | 2.49 | 2 44 | 2.35 
2.37 | 2.29 | 2.39 | 2.30 | 2.00 | 2.77 | 2 02 | 1.99 | 1.94 | 1.90 
1.03 | 1.88 | 1.97 | 1.83 | 1.8¢ | 1.68 | I 67 | 1.60 | 1.74 | 1.64 
{ | 
2 06 | 2.20 | 2.18 | 2.20 | 2.20 | 2.15 | 2.23 | 2.24 | 2 30 | 2 22 
¥-74.| 7419 | I 71 | 1.90|1 72 | 1.80] 1.93] 1 90 | 1.88 
2 05 | 2.08 | 2.05 | 2.19 | 2.56 | 2.04 | 1.90 | 1.87 | 2.06 | 2.19 
2.02 | I 85 | I.92 | 1.84 | 1.96] 1.71 | 1.70] 1.78] 1 78] I 74 
1.65 | 1.72 | 1.73 | 1.79 | 1.83 | I 81 | 1.80} 1.82 | 1.87 | 1 89 
1.58 | 1.52] 1.59 1.55 | 1.65 | 151 | 1.52 | 1.59 | 1.67 | 1.51 
1.73 | 1 80 | 1.88 | 1.85 | 1.63 | 1.83 | I &8 | 1.90 | 1.94 | 1 87 
2.04 | 2.23 | 2.20 | 1.95 | 2.22 | 2.07 | I 8g | 2.01 | 1 95 | I 87 
0.81 | 1.06 | 0 8g | 0.94 | 1.11 | 0.99 | 0.84 | 1.18 | 0.94 | 1.07 
1 66 | 1.70 | 1.63 | 1.68 | 1.70 | 1.53 | I 63 | 1.43 | 155 | 1 67 
1.06 | 1.10 | 1.07 | 1.32 | 1.69 | 1.04 | I 45 | 1.23] 1.29 | 1.02 
| | 
L967) | 2.91 | 2.39 | 2.47 | 2.58 | 2.23 | 2.15 |2.01 | 2.97 | 2.30 
2 35 | 2.22 | 2.24] 199 | 2.17 | 1.91 | 2.26 | 2.25 | 2.06 | 2.28 
2 81 | 1.96 | 3.08 | 2 22 | 2.42 | 2.45 | 1.65 | 1.72 | 1 87 | 2.25 
2.81 | 1.59 | 1.97 | 2.05 | 2.41 | 2.06 | 2.27 | 1.41 | 1 80 | 2.03 
2.29 | 2.21 | 2.33 | 211 | 2.23 | 2.14 | 2.32 | 2.43 | 2.56 | 2 28 
°,82] 1 49 | £.64] 1.54 | I.91 | 1.91 | 1.95 | 1.8: | 1 93 | 205 
£.85 | I ge | 1.85 | 1.84 | 1.91 | 1.75 | 1.87 | 1.87] 190] 1 59 | 
1.90 | 1.85 | 1.72 | 1.91 | 1.88 | 1.70] 1.62 | 1.80} £81 | 1.76 
1.65 | 1.77] 1 64] 1.64] 1.74 | 1.58 | 1.74 | 1 78| 1 89 | 1.77 | 
1.84 | 1.97 | 2.06 | 2.03 | 2.13 | 192 | 196 | 190] 212/207) 
2.53 | 2-75 | 2.72 | 3 75 | 3-21 | 2.51 | 2 53 | 3.42 | 2.82 | 3 13 | 
1.35 | I-91 | 1.84 | 2.43 | 1.77 | 2.49 | 2.90 | 2.21 | 2 OL | 2.20 
1.86 | 1.89 | 1 89 | 1.87] 1.89 | 1.80 | 1 841 1.84 | T 881) 1.83 
lowing papers: “Some Aspects of the Selec- 


tion of Risks,” by Ray D. Murphy; “Mortality 
Inflammatory 


Study of Impaired Lives—(a) 
Rheumatism—(b) Tuberculosis of Lungs and 
Blood Spitting,” by Arthur Hunter and Dr. 
Oscar H. Rogers; ‘Personal Accident and 
Health Insurance,” by John M. Laird; “Re- 
cent Mortality,” by Henry Moir; “The Ad- 
justment of Population Returns at* Infantile 
Ages in the Absence of Birth Statistics,” by 
Robert Henderson. 

There are also legal notes by Wendell M. 


Strong: book reviews and notices; minutes of 
semi-annual meeting, October 19 and 20, 1922, 
and results of examinations, May 25 and 26, 
1922. There is also an index to the contents 
Volume XXIII, and a list of officers and 
members. 

This number of the “Transactions” 
obtained from The Spectator Company at $2 


oO f 
can be 


per ce py. 


New York University Life Insurance Course 


The next term of the life insurance training 
course at New York University will open on 
Monday, October 1, 1923. 
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| | AVERAGES 
| | 

1918 | 1919 | 1920 | 1921 | 1922 

1903 | 1908 | 1913 | 1918 | 1903 
t tt to to to 

1907 | 1912 | 1917 | 1922 | 1922 
2.21 | 184] 1.71 | 1.44 | 1.74 | 2.13 | 1-95 | 2.04 | 1.73 | 1.90 
2.23 | 1.97 | 1.87 | 1.64 | 1.63 | 2.38 | 2.14] 1.75 | 1 81 | 1.90 
2.56 | 2 05 | 203] 1.53] 1.55 | 2.24 | 2.31 | 1-78 | 1.88 | 1.89 
I 58 | 1 37] 1.28 | 090] 1.01] 154] 129) TIL] 1.22] 1.24 
2.54 | 2.33 | 2.19 | 2.05 | I gf | 1.97 | 2.17 | 2.25 | 2.17 | 2.15 
2.13 | 2.44 | 2.13 | 1.79 | 1.44 | 2.35 | 1-74 | I 61 | 1.88 | 1.82 
I 99 | 153 | 1-40 | 1.28 | 1.32 | 1.80] 1.50’ 157/144] 1.55 
2.72 | 2.46 | 2.<8 | 2.06 | 1.79 | 3.53 | 3 11 | 2.60 | 2.22 | 2.77 
2.40 | 2.19 | 2.10 | 1.88 | 2 05 | 2.24 | 2.30 | 2.16 | 2.10 | 2.18 
1.95 | ¥ 74 | 1-50 | 1.28 | 1.28 | 1.53 | 1.47 | 1.42 | 1.48 | 1.48 
2.80 | 2.4: | 2.17 | 1 93 | 2.24 | 2.15 | 2.03 | 2.14 | 2.25 | 2.17 
2.70 | 2.19 | 2.10 | 2.09 | 1.86 | 2.28 | 2.15 | 2.17 | 2.17 | 2.17 
216| 2.10] 2.11 | 1.79 | 1.77 | 1.32 | 1.98 | 1 95 | 1.95 | 2.00 
2.63 | 2.36 | 1.92 | 1.89 | 1.84 | 2.51 | 2.42 | 2 25 | 2.10 | 2.29 
205 | 2.04 | 1 81 | 1.58 | 1.59 | 2.34 | 1-65 | 1-87 | 1-79 | 1.87 
2.03 | 2.10 | 2.01 | 1.74 | 1.61 | 2.52] 2.38} 19 | 1.87 | 2.09 
3.76 | 3-22 | 3.05 | 2 85 | 2.90 | 2 95 | 2-93 | 3 03 | 3-13 | 3-24 
3.07 | 2.69 | 1 99 | 1.92 | 2.12 | 2 59 | 2.30 | 2.44 | 2.39 | 2.40 
2.19] 1.77 | 1.74 | 1-44 | 1 54] 1-85 | 1.74 | 1.75 | 1-68 | 1.73 
223] 2.10 | 2.10] 1.82 | 1 89} 2 33 | 207] 2.18 | 2.01 | 2.12 
2.60 | 2.48 | 2.04 | 1 77 | 1.81 | 2.78 | 2.22 | 2.33 2.06 | 2.24 
2.56 | 2.14 | 2.09 | 1.73 | 1.82 | 2.59 | 2.27 | 2.05 | 1.98 | 2.c4 
1.93 | 1.69 | 1.59 | 1.40 | 1.37 | 2.16 | 1.87 | 1.66 | 1.57 | 1.72 
2.47 | 2.33 | 2.31 | 1.92 | 2.05 | 2.34 | 2.20 | 2.23 | 2.18 | 2 22 
209! 1.99} 191] 169] 1.71] I 34] 1.78 | 1.85 | 1.86 | 1.88 
2.56 | 2.08 | 2.07 | 1.72 | 1.86] 2.72] .22| 202] 202 | 2.21 
2.20 | 1.77 | 1.83] 1 42 | 1.53] 2.2c | 1.9: | 1.74 | 1.70 | 1.82 
2.20 | 2.06 | 2.03 | 1.77 | 1 68 | 1.94 | 1.75 | 1-84 | I 94 | 1.88 
1.78 | 1.67 | 1.61 | 1.41 | 1.46 | #.72| 158] 1.57] 1.57 | 1-65 
2.23 | 1.92} 1.94 | 1.57] 1.70] 1.94 | I 84] 1.88 | 1.90 | 1.88 
2 29 | 2.02 | 1.88 | 1.99 | 1.70 | 2.34 | 2.11 | 1.95 | I 85 | 2.06 
I.11 | 2.12 | 1.05] I.c5 | 0.88 | 1.15 | 0.98 | I.01 | 0.97 | 1.04 
1.95 | 1.66 | 1.64 | 1.64 | 1.44 | 1.75 | 1.67 | 1.56 | 1.64 | 1.64 
1.64 | 1.45 | 1.32 | 1.30 | 1.31 | 1.62] 1.29 | 1.20] 1.37 | 1.34 
2.23 | 2.22 | 2.29 | 2.12 | 1.85 | 2 35 | 2.43 | 2.07 | 2.13 | 2.19 
2 41 | 1.88 | 1.89 | 1.58 | 1.67 | 2.25 | 2.18 | 2.16] 1.86 | 204 
2.16 | 2.82 | 2.33 | 1.58 | 1.63 | 2.34 | 2.48 | 2.03 | 2.07 | 2.22 
62 | 2.19 | 2.44 | 1.79 | 1.89 | 2.70 | 2.15 | 1.92 | 2 13 | 2.15 
63 | 2.38 | 2.08 | 1.20 | 2.19 | 248] 2.2 | 2.44 | 2.28 | 2.32 
34 | 2.49 | 2.68 | 1.87 | 1.90 | 2.23 | 1.81 | 1.97 | 2.21 | 1.73 
06 | 2.00} 1.82 | 1 61 | 1.54 | 1.93 | 1-87] 1.79 | 1 78 | 1.81 
07 | 1.70] 1 €0] 1.31 | 1.47 | 2.01 | 1 82 | 1.74 | 1.67 | 1.67 
7 | 1.91 | 1.79 | 1.60 | 1.72 1.65 | t.tg | 1.76 | 1.80 | 1.63 
08 | 2.15 | 2.03 | +.01 1.78 | 2.27 | 2 O1 | 1.99 | 2.01 | 2.10 
3 12 | 3.45 | 2.97 | 2 76 | 2.74 | 2.72 | 2.86 | 2.89 | 3.04 | 2.86 
2 31 | 1.96 2.19 | 1.77 | 1.67 | 2.64 | 1.72 | 2.31 | 1.92 1.95 
216 1.02] 1r 82| 1 68| 1.62/ 2.10! 1.88! 1.841 1.81! r.9r 
A letter has been sent out reminding all those 
who contemplate taking the course next 


October how important it is for prospective 
students to work hard at selling life insurance 
throughout the summer. 

The letter says that beginners who are anx- 
ious to get some experience before taking the 
course will have plenty of time in which to do 
this if they will work systematically through 
the summer months. By working systematic- 
ally from now until October 1 they will be 
able to accumulate a surplus more than suffi- 
cient to pay their University expenses. 

It was suggested to general agents and man- 
agers and others who are interested that it will 
be helpful to everybody concerned if they will 
see which of their representatives are think- 
ing of taking the course, and aid them in plan- 
ning an intensive selling campaign during the 
summer by way of preparation. 


Sart Lake City, Utan, June 30—John 
James, former Utah State Insurance Commis- 
sioner and since his retirement from office a 
local insurance salesman, has been appointed 
city superintendent of the Occidental Life. 
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happiness of the people. 


Dr. Franklin H. Martin, Director 
General of the American College of 
Surgeons, is quoted as having said: 


“The life of the average person 
would be prolonged 15 years, 
yearly deaths from tuberculosis 
would be reduced from 150,000 
te 50,000, deaths from cancer 
would be greatly reduced and 
thousands would be kept from 
having kidney diseases and high 
blood pressure if all the people 
of the United States would sub- 
mit to complete physical exam- 
ination at least once a year.” 


The Life Extension Institute 


can give ample scientific sup- 
port to this statement drawn 
from its records of 250,000 ex- 
aminations. It is 


A Principle Good Enough for 


Metropolitan Life Insurance Co. 
Guardian Life Insurance Co. 

Fort Worth Life Insurance Co. 
Inter-Southern Life Insurance Co. 
Midland Mutual Insurance Co. 
Ontario Equitable Life Insurance Co. 
Oregon Life Insurance Co. 
Southeastern Life Insurance Co. 
Union Central Insurance Co. 
Columbus Mutual Insurance Co. 

Penn Mutual Insurance Co. 
Volunteer State Life Insurance Co. 
Mutual Life Assurance Co. of Canada 
Standard Life Insurance Co. 


all of which companies furnish free 
to their policyholders the HEALTH 
SERVICE of the Institute. It is 


A Principle Good Enough for 


Eaton, Crane & Pike Company 
French, Shriner & Urner Co. 
Strathmore Paper Company 
American Ice Company 

Arnold Print Works 

Empire Trust Company 

Springfield Gas Light Co. 

Fred. T. Ley & Co., Inc. 

Union Tank Line Company 

Borden Milk Company 

and about 250 other great industrial 
and financial concerns which have 
furnished to their executives and em- 
ployees the HEALTH SERVICE of 
the Institute. It is 


A PRINCIPLE WHICH SHOULD 
BE GOOD ENOUGH FOR YOU 
The Institute’s Health Services 
include a standardized survey of 
the body and life of the individ- 
ual, suggestions as to any needed 
form of medical treatment, in- 
structions covering all phases of 
personal hygiene and many other 


r he principle of a periodic 
Health examination is 
rapidly becoming recog- 
nized throughout the 
world as one of the most 
powerful measures for 
improving the health and 


ey 


AGENCY REPRESENTATION 


If you are interested in representing the Life Extension Institute 
in your section, kindly communicate with us and we will send you com. 


plete information covering all phases of the Institute’s work. 


The services of the Life Extension Institute are available to men 
and women in all sections of the United States and Canada and in several 


foreign countries. 


The Institute has a carefully selected and instructed list of Medical 
Examiners in about every city and town in the United States and Canada, 


in Hawaii, the Philippine Islands and in most foreign countries. 


It is consequently able to provide its Life Extension Services in any 


community where competent physicians are available. 


In addition to its “Life Extension Service for Policyholders,” the 
Institute also provides a “Standard Health Service” for individual sub- 
scribers and an “Industrial Health Service” for large groups of em- 


ployees. The last two services are appropriate for Agency activity and 


promotion. 


LIFE EXTENSION INSTITUTE, Ine. 


25 West 43rd Street, New York City Telephone Vanderbilt 1494 





CONFIDENTIAL REPORTS 


All of the Institute’s reports are strictly confidential between the Insti- 


tute and the individual examined. This refers to the complimentary service 
which the Institute gives to policyholders through the courtesy of their i 
insurance company, as well as to the service which it renders to indi- | 
vidual subscribers. The Institute found very early in its experience that this 
was the only way in which such services could be conducted successfully. The 
gencral public seems to be more influenced by this confidential phase of the 


Institute’s work than with reference to any other detail of its service. 








valuable health educational privi- 
leges. 
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Dixie Fire Examined 
(Concluded from page 13) 
UnperwritinG Losses AND INVESTMENT GAINS 
The examiners prepared a tabulation from 
gain and loss statements covering the years 
inclusive, showing an under- 
on the com- 


the 
1909 to 
writing loss of $391,221, 
pany’s own figures, or $417,360 on the basis 
of the examiners’ figures for 1922. In the same 
period interest and rents earned exceeded 
$889,000, and gains from investments were 
about $665,000, while dividends to stockholders 
aggregated $270,000. During the period the net 
surplus increased $206,337, on basis of the com- 
pany’s figures, and $176,910 on the basis of the 
examination figures. 


1922, 
based 


EXAMINERS’ CRITICISMS AND RECOM- 


MENDATIONS 
The examination report concludes with the 
following recommendations : 


The accounting records do not include ledger 
accounts for premiums, return premiums, 
salvage and reinsurance, for classes of busi- 
ness, and to that extent fail to provide readily 
the data required by the Department statement 
blank. 

The tabulating department, from which all 
the data for calculating the company’s reserve 
is obtained, is handicapped by insufficient help, 
and therefore cannot render the service of 
which it is capable. This is an important de- 
partment and worthy of the consideration neces- 
sary to develop its usefulness. 

There are three cash books and a journal. 
The work of caring for these four books could 
be simplified by substituting a cash journal 
with columns for entry of the data required 
by the Department blank. The ledger is a 
bound book for each two years. A loose-leaf 
ledger would condense the ledger records into 
a current and a transfer ledger with the ad- 
vantage of having in one place the data for 
each account for all years. 

The accounting department’s method of 
treating errors on agents’ statements could be 
facilitated by notifying agents of errors at the 
time they are discovered and by asking the 
agent to change his records in accord with the 
company’s statement of correction immediately. 
At present the agents are not notified of dif- 





Massachusetts Mutual Life 
Insurance Company 


of Springfield Mass. 


Incorporated in 1851 


Unexcelled policy contracts, efficient 
life insurance service, and a net cost that 
is notably low—these are three of the 
reasons why the name Massachusetts 
Mutual is synonymous in the mind of the 
insuring public with all that is best in life 
insurance. During the seventy-two 
years of the Company’s history its policy- 
holders have ever been its loyal friends 
and its enthusiastic advertisers. 


Joseph C. Behan, Supt. of Agencies 








ferences until several agencies have been 
checked, and the agents are asked to make the 
correction in the next report. 

Acceptance of reinsurance on statement ac- 
counts without accompanying bordereaux does 
not provide the information in the detail neces- 
sary for the loss department records to show 
an allocation of paid losses to estimated claims 
for losses. The only remedy is the requirement 
of bordereaux from all ceding agencies. 

Continental Life Liberalizes Disability 

Clause 

Commencing on July 2, all policies issued by 
the Continental Life Insurance Company of 
St. Louis, Mo., on the “C” and “D” rates will 
contain a new total and permanent disability 


clause. The premium charged will be identical 


with the premium which they have been charg-’ 


ing for their present total disability benefit. 

The advantages offered by this new clause 
are two in number: 

1. The first payment of monthly income 
will be made immediately upon receipt of due 
proof of total and permanent disability, in- 
stead of six months thereafter, as is provided 
by the present clause. 

2. Total disability which 
for not less than three months shall 


exists and has 
existed 
be presumed to be permanent. 

This liberalization of the total and perma- 
nent disability clause is in line with the an- 
nounced policy of the company to the effect 
that it will give its representatives a complete 


and up-to-date policy contract. 


Bankers Life Gains 

Des Mornes, Iowa, June 30.—The report 
of the Bankers Life of Des Moines up to June 
1 shows total new paid-for business for the 
first five months of 1923 was $43,456,521, show- 
ing a gain of over four million dollars, as 
compared with the corresponding period of 
1922 when the total paid for was $39,281,637 

Brooklyn Brokers’ Outing 

On Saturday, July 14, the Brooklyn Insurance 
Brokers Association will hold its outing and 
games at Karatsonyi’s, Glenwood on the Sound. 
Indications are that will be more 
largely attended than the dinner. In 
order to properly take care of everyone the 
committee have that 
closed on Saturday, July 7. 


the affair 


recent 


decided reservations be 


AETNA LIFE FIELD CHANGES 
J. Allen Fiske Goes to St. Louis—C. Gilbert 
Shepard Moves 

J. Allen Fiske, who has been an agent for 
the A&tna Life since 1920, become asso- 
ciated with J. W. Estes in the management of 
the St. for that company, the 
firm name being Estes & Fiske. 

Mr. Fiske has made an enviable record since 
entering the life insurance field, and is classed 
with the leading life insurance producers of 
the country. During the month of May, when 
the agents of the A£tna made a_ voluntary 
tribute to Vice-President Frank Bushnell, Mr: 
I‘iske led the field force with more than $600;- 
000 written business to his credit. Mr. Fiske 
is one of the leading spirits in the Summer 
School of the Life Underwriters Association 
in St. Louis, being treasurer and one of the 


has 


Louis agency 


trustees. 

C. Gilhert Shepard, who has been associated’ 
with the management of the New, Haven 
agency of the Etna Life since 1919, has beer 
taken into partnership with his father, C. E. 
Shepard, in the management of the Hartford 
agency. The new firm, Shepard & Co., has 
moved into larger quarters in the old Hartford! 


Fire building. 


C. H. Boyer Announces Committee 
Meetings 

C. H. Boyer, chairman of the executive com- 
mittee of the Health and Accident Under- 
Conference and the Insurance Eco- 
nomics Society of America, announces that 
there will be a meeting of the executive com- 
mittee of the Insurance Economics Society at 
7:30 p. m., August 28, and of the executive 
committee of the Health and Accident Under- 
writers Conference at 8:30 p. m. on the same 
evening, which is the day preceding the con- 
vention of the Health and Accident Under- 
writers Conference, at Grand Hotel, Mackinac 
Island. 


writer 


The Reduction of Suicide 


I notice that THE SprecTator is doing some 
mighty good practical work along the line of 
endeavoring to reduce suicide tragedies. It is 
one of your constructive methods and is worthy 
of very great praise—GayLorp Davipson, 
Shenandoah Life. 





rights. 





Central Ohio 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 
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NOW READY 





NEW EDITION OF 


PROMINENT PATRONS 
OF LIFE INSURANCE 


This well-known work, of which the 15th edi- 
tion has just been issued, is one of the 


BEST CANVASSING DOCUMENTS 


ever issued for the use of life insurance agents. 
It contains the names of about 


12,000 PERSONS CARRYING $50,000 to 
$4,500,000 OF LIFE INSURANCE. ALSO 
HUNDREDS OF LETTERS FROM HEAV- 
ILY INSURED PEOPLE PRAISING LIFE 
INSURANCE. 


New features in this edition are highly 
favorable opinions on life insurance of the 
President of the United States and his Cabi- 
net, with portraits, opinions and portraits of 
four ex-presidents, and opinions and portraits 
of 32 State governors. 


This new edition of PROMINENT PATRONS 
OF LIFE INSURANCE contains 388 pages, em- 
bracing about twice as many names as any 
previous edition, and may be carried in the 
pocket. 


PRICE 
SINGLE COPY, Limp Cloth Binding...... $4.00 
6 ‘«¢ Flexible Binding.......... 4.50 


PRICES IN QUANTITIES 


Limp Cloth Flexible 

$45. 12 copies $51. 

90.  * 105. 
175. 50 “ 200. 
325. 100 ‘ 375. 
775. 250 << 875. 
1500. 500 ‘ 1625. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Desirable Territory Open for 
General Agencies in Arkansas, 


Minnesota and Western Kansas 


Central States Life 
Insurance Co. 
St. Louis, Mo. 











Home Office Building 






y Jefferson Standard 
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JULIAN PRICE 


President 
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Greensboro, North Carolina 

















T gaan a Saat 


Robert F. Moore, Secretary 


WANTED—GENERAL AGENTS. We are enter- 
ing ‘Tennessee and Texas and are prepared to give 
general agent’s contract to responsible parties. Only 
men of experience, proven success, character and some 
financial worth, possessing executive ability and 
initiative need apply. 


The Southern States Life Insurance Company 
Atlanta, Ga. 


Wilmer L. Moore, President 
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under our direct 
general agency 
contract. 


| Our policies provide fors 


rd | | 
; | Double Indemnity 
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CONDITIONS IN IOWA 


Premiums Amounted to Over 
$13,000,000 


1922 


COMMISSIONER’S REPORT 
FORECASTED 


Increase in Securities on Deposit Reaches 
$15,122,808—Business Becoming More 
Stable 


Des Mornes, Ja., July 30.—lowa’s favorable 
“balance of trade’ in life insurance during 
1922, measured by thé excess of incoming over 
outgoing premiums, amounted to more than 
$13,000,000, and the insurance in force of lowa 
corporations exceeded that carried by Iowa 
citizens by more than half a million dollars, 
according to the annual report of Insurance 
Commissioner William R. C. Kendrick, which 
is to be published in September. 

Growing stability of the insurance business, 
and an increase in new business of legal re- 
serve companies for 1922 of ten per cent over 
that of 1921, are other items commented on by 
Commissioner Kendrick in his letter to the 
Governor, which follows, in part: 

“Life insurance business during the year 1922 
has made good progress. The production of 
new business of legal reserve companies report- 
ing to this Department was ten per cent greater 
than that of 1921. 
usual fact that Iowa more than holds her own 


It is an interesting and un- 


in the great business of life insurance. The 
life insurance premiums and assessments com- 
ing into lowa greatly exceed those leaving the 
State. 

“Likewise the insurance of Iowa companies 
in force in other States is far in excess of the 
insurance of non-lowa companies in force in 
Iowa. In fact, the tables incorporated in the 
report covering life, assessment life and fra- 
ternal business show that the premiums that 
crossed the border of Iowa coming into the 
State exceed those leaving the State by $13,- 
040,350.34. Likewise the insurance in force 
December 31, 1922, of Iowa corporations ex- 
ceeded that carried by Iowa citizens by $502,- 
147,088.21. This is believed to be a record, at 
least for a State west of the Mississippi River. 

“It is also a notable fact that insurance busi- 
ness is becoming more and more stable as time 
goes on, and that it is on a higher plane than 
it has ever been before. This is probably 
largely due to closer supervision of insurance 
State Departments. 


companies by Insurance 


Legitimate insurance organizations welcome 
State supervision as long as it is not too de- 
tailed or too technical. 

“On December 31, 1921, there were on de- 
posit, as provided by law, securities amounting 
to $154,669,627.10. During the year 1922 ad- 
ditional securities were deposited amounting to 
$48,040,164.45, and securities were withdrawn 
amounting to $32,917,355.83, making a net total 
of $169,792,435.72 of securities on deposit on 


This shows a net increase 


December 31, 1922. 
of $15,122,808.62., 


” 
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QUINQUENNIAL LAUDED 


Anniversary Issue of The Spectator Sub- 
ject of Many More Commendations 


The National Union Fire appreciates the ex- 
ceptional features of your Quinquennial Num- 
ber.—E. W. Hatt, second vice-president. 

It is a beautiful and interesting publication — 
G. E. Copeland, superintendent of agencies, 
Northwestern Mutual Life. 

We wish to compliment you on one of the 
finest pieces of printing it has been our privi- 
lege to see—H. E. Taylor, publicity depart- 
ment, American Insurance Company, Newark. 

Your anniversary number is a very fine piece 
of work and you deserve to be complimented 
on its production.—H. I’. Chapman, advertising 
manager, Olio Farmers. 

The Quinquennial Number of Tue Spec- 
TATOR, a weekly review of insurauce, is a hand- 
some edition in celebration of the fifty-fifth 
anniversary of its founding. * * * This 
issue of THe Spectator has a iarge amount of 
insurance advertising, has a handsome cover 
in colors and will be found of interest by in- 
surance men.—//artford Times. 

I have read with deep interest and with pro- 
fessional benefit, I am sure, the Quinquennial 
Number of THe Specrator. That so many 
contributors to the number are men of na- 
tional fame and authority reflects credit upon 
THE Specrator; and their willingness to take 
the time to prepare these excellent articles for 
your readers attests their reccgnition of the 
fine service that your publications have so long 
rendered to both insurers and insured.—Edward 
C. Lunt, president, Sun Indemnity Company. 

It is notable from a mechanical standpoint 
and full of meat for the thinking readers of 
your constituency. The large number and high 
grade of advertisements add to its beauty of 
appearance and I imagine most imsurance people 
who have received a copy of it have placed 
it in their private libraries, as i have placed 
one in mine. THE SpecTAToR’s fifty-five years 
of service is well celebrated by this master- 
piece of editorial skill and the printer’s art— 
T. IV. Blackburn, secretary and counsel, Amer- 
ican Life Convention. 

I wish to compliment you on the splendid 
Quinquennial Number of Tue Spectator. It 
has given me great pleasure to read this partic- 
ular edition, in which appeared articles written 
by executives in various branches of the busi- 
ness. Some of the articles dealing with the 
fundamental subjects of the insurance business 
were very instructive, and contained up-to-date 
information regarding present practices. I 
think so much of it that I have filed it in my 
library for future reference—Gordon Thomson. 
vice-president and actuary, West Coast Life. 
_ The Quinquennial Number 9% THe Spec- 
rator, the widely known American insurance 
iournal, appears in two sections, the first be- 
ine the regular weekly review of insurance, the 
second a handsomely printed and _ illustrated 
magazine. * * * Special articies are con- 
tributed to the special number hy such impor- 
tant men as Julius H. Barnes, president of 
Chamber of Commerce of the United 
States; David A. Reed, United States Sen- 
ator from Pennsylvania; Royal S. Copeland, 
United States Senator from New York; Job 
E. Hedges, prominent lawyer «nd counsel for 
the Association of Life Insurance Presidents 
and the late Harry B. Bradbury, legal author- 
ity on workmen’s compensation and liability in- 
surance and author of several standard law 
works.—Hartford Courant. 

\ cursory examination reveais a very un- 
usual publication of which you have every rea- 
son to be very proud.—Georee W. Munsick, 
second vice-president and field supervisor, Pru- 
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HOME OFFICE NEW YORK 


CASUALTY INSURANCE 
FIDELITY AND SURETY BONDS 


Sizing up future prospects is speculation. Rounding up 
present opportunity is thrift. According to a great Scotch- 
man, ‘‘Our grand business is not to see what lies dimly in the 
future, but to do that which lies closely at hand.”’ The 
Royal Indemnity Adviser. 
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NEW HAMPSHIRE 
FIRE 
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FIFTY-SECOND 
PROGRESSIVE ANNUAL STATEMENT 
January 1, 1922 


CASH CAPITAL $ 2,000,000.00 
ASSETS 10,944,349.77 
LIABILITIES.Except Capital 5,905.144.09 
SURPLUS TO POLICYHOLDERS 5.039 .205.68 























A REAL HELP FOR EVERY AGENT 





AGENTS KEY 
FIRE INSURANCE 


By Robert P. Barbour 


THIRD EDITION RECENTLY ISSUED 
THOROUGHLY REVISED—GREATLY EN-= 
LARGED 


This valuable work contains a wealth of informa- 
tion for the agent. 


A new man entering the business can gain from it 
sufficient instruction to enable him to conduct his 
business intelligently, while the veteran can glean 
from its pages much to aid him in his work. 


THE AGENTS KEY TO FIRE INSURANCE 
contains 456 pages, and is handsomely bound 


Write for circular showing new information given in this new edition. 


PRICE, $3.50 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 











NOW READY 
Greater New York Field Annual 
and 


Insurance Directory 


ONTAINING a complete list of licensed agents 

and company brokers; giving name, address, com- 
panies represented, etc., in Greater New York (Boroughs 
of Manhattan, Brooklyn and Bronx; Counties of Nassau, 
Putnam, Queens, Richmond, Rockland, Suffolk and 
Westchester). 


New York is the Insurance Metropolis of the United States, 
if not the world, and a directory of its interests—Com- 
panies, Agents and Brokers (the latter licensed for in- 
dividual companies) is of first importance everywhere. 





No company executive, general agent, or local agent, 
wherever located, should be without a copy. 





THE INSURANCE FIELD CO. 


Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the GREATER NEW YORK FIELD 


ANNUAL AND INSURANCE DIRECTORY. Enclosed find check 


for $5.00 to cover cost. 


Name 
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Insurance Decisions 














BURGLARY 


Burglary policy covering theft from in- 
terior of insured’s apartment does not cover 
loss of fur coat claimed to have been stolen 
from a second-story porch, to which there 
was no exterior entrance. 

By terms of the policy, the company agreed 
to indemnify the assured for direct loss by 
burglary, theft or larceny of certain property, 
“occasioned by the felonious abstraction from 
the interior of the home, building, apartment 
or room actually occupied by the assured.” 

The fur coat was stolen from a porch on the 
second floor, which led out from the back bed- 
room by a door. This was the only porch en- 
trance and there was no way to enter the porch 
from the outside. The porch was covered by 
4 roof and there was a rail about three feet 
high that ran around the porch. The coat, 
which was claimed to have been stolen, was 
hanging on a clothes-line stretched across the 
porch and the only way to get the coat would 
have been to have climbed up from the ground 
or reached up with a stick and pulled it down. 

The court held that the “interior” 
should be given a common-sense meaning and 
that a porch on either the first or second floor 
could not be considered as the interior of the 
It is an easier matter for a thief 


word 


apartment. 
to obtain the coat on the porch than inside of 
the rooms of the house and it is just such a risk 
that the terms of the policy exclude. Fidclity 
and Deposit Co. of Maryland vs. Panitz (Court 
of Appeals of Maryland), 120 Atl. Rep. 713. 


FIRE 


Insurer may waive provisions of policy as 
to time of filing proofs of loss. When a 
definite reason for declining to pay is as- 
serted, and the insured is thus led to believe 
this is the sole reason for failure to pay, the 
company is estopped from setting up a dif- 
ferent ground. 

The insurance policy was in the standard 
Penn. form, requiring immediate notice if loss 
occurred, formal proofs within sixty days and 
provided that no effective waiver of its pro- 
vision could be had, unless by endorsement in 
writing thereon. 

The property was destroyed by 
prompt information thereof was received by the 
home office within three days. The adjuster of 
the insured forwarded a list of the articles de- 
stroved which was retained without objection 
by the company for a number of months. The 
only reason given for delay in settlement was 
that the claim was dishonest, although on the 
given to prove any 


fire and 


trial no evidence was 
fraud. 

Many communications were exchanged with 
the defendant through its general office, who 
promised to visit the insured on various occa- 
sions, but failed to do so. Proofs of loss were 


not filed within sixty days. 


On trial, the jury found for the plaintiff, 
determining that the company had waived the 
filing proofs within the time 
fixed by the contract. 

On appeal, it was decided that there was 
sufficient evidence before the jury to establish 


Correspondence with 


necessity for 


waiver of proofs of loss. 


insured’s adjuster and the numerous letters 
with the officers of the defendant company 
were sufficient to establish waiver. It is not 


necessary to show an express waiver of proofs 
inferred from the 
cumstances, and from the statements made in 


of loss—this may be cir- 


the correspondence. The form for proof of 
loss was finally filled out and forwarded to the 
insurance company and no objection on ground 
of delay was made at that time. 

“On the contrary, the evidence shows the re- 
founded 

When 
a definite reason for declining to pay is asserted, 
and the plaintiff thus led to believe it the sole 
cause, and is misled to his injury, the com- 


fusal to recognize the claim to be 


solely on alleged fraud of the insured. 


pany is estopped from thereafter setting up a 
different ground. Lebanon Mut. Fire Ins. Co. 
vs Erb, 112 Pa. 149, 4 Atl. 8; 
supra; Zoller vs. Hartford 
Pa. 386, 116 Atl. 350.” 

the inventory submitted by 
did not properly set forth 
the goods destroyed is made too late when no 
objection to payment on this ground is made 
until after many months have passed. Stmnon 
vs. Safety Mut. Fire Ins. Co. of Lebanon (Sup. 
Ct. of Penn.), 120 Atl. Rep. 822. 


Penna. Fire Ins. 
Co. vs. Dougherty, 
lire Ins. Co., 272 

The claim that 
insured’s adjuster 


A clause avoiding the policy if the dwell- 
ing is not continuously occupied by assured 
or becomes vacant by his removal is not a 
warranty requiring the insured to occupy the 
property, but merely requires occupancy by 
some person or persons. An insurance pol- 
icy is to be liberally construed in favor of 
the insured. 

The 
policies of fire insurance, each of which con- 
tained a rider, the first paragraph of which 


insured brought two actions on two 


reads as follows: 

“If the dwelling is not now personally and 
continuously occupied by assured, or becomes 
vacant by his removal, and so remains vacant 
for more than ten days without a written or 
printed assent of the company, this policy shall 
he void.” 

\t time of the insurance, the premises were 
personally occupied by the assured and her 
husband, but prior to the fire, they were leased 
to another party who had formerly been em- 
ployed by the plaintiff to work about the place. 
The plaintiff left in his possession the per- 
sonal property which was covered by the poli- 
cies. 

The defendants claimed that as the buildings 
were not continuously and personally occupied 
by the plaintiff the policies should be void. 
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The defendant further claimed that the above 


rider provision was a “continuing warranty 
of personal occupancy of the plaintiff to the 
held, 


that these words were not sufficient to consti- 
The language used was too 


end of the term.” The court however, 
tute a warranty. 
ambiguous and uncertain to void the policy 
The tenant 
moved in when the plaintiff moved out and the 
premises never became vacant. 

The court’s language 


because of change of occupants. 


in the interpretation 
of policy provisions is as follows: 

“(3) No rule, in the interpretation of a pol- 
icy, is more fully established, or more impera- 
tive and controlling, than that which declares 
it must be liberally construed 
to defeat, 


that, in all cases, 1 
in favor of the insured, so as not 
without a plain necessity, his claim to indem- 
nity, which, in making the insurance, it was his 
object to secure. When the words are, without 
susceptible of interpretations, 
that which will sustain his claim and cover the 
While 


courts will extend all reasonable protection to 


violence, two 


loss must, in preference, be adopted. 


insurers, by allowing them to hedge themselves 
about by conditions intended to guard against 
fraud, carelessness, want of interest, and the 
like, they will nevertheless enforce the salutary 
rule of construction, that, as the language of 
the condition is theirs, and it is therefore in 
their power to provide for every proper case, 
it is to be construed most favorably to the in- 
sured.” Barnes vs. Dirigo Mut. Fire Ins. Co., 
Barnes vs. Narragansett Mut. Fire Ins. Co. 
(Sup. Jud. Ct. of Maine), 120 Atl. 675. 


AUTOMOBILE 


Where insured represented that there was 
no mortgage on the automobile covered by 
the policy and agreed that if the representa- 
tion was not true, the policy should be can- 
celed, the insurer is not required to examine 
the records of chattel mortgages in order to 
verify the statement. Insurer is not preju- 
diced by insured’s underestimating cost of 
automobile equipment. 

Defendant issued a policy insuring the plain- 
tiff against loss or damage by fire to his Ford 
coupé in an amount not exceeding $900. 

a stipulation that it 
‘if the subject of this 


The policy contained 
sheuld be null and void 
insurance be or become incumbered by a lien 
or mortgage, except as otherwise endorsd here- 
on.” 

It was conceded that there was a chattel 
mortgage on the car at the time of issuance of 
policy in the amount of $225. The plaintiff 
testified that at or before the issuance of the 
policy, he informed the agent of the insurance 
company of the the mortgage. 


This statement was denied by the agent. 


existence of 


The trial judge instructed the jury that the 
giving of the chattel mortgage vitiated the 


policy, unless this condition was waived by the 
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HARRY C. LANDWEHR 
CERTIFIED PUBLIC ACCOUNTANT 
Insurance a Specialty 


75 Maiden Lane New York City 
Telephone Beekman 3461 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


343 So. Dearborn St., Room 1100 CHICAGO 
Telephone, Harrison, 3384 


JAMES H. WASHBURN, F.A.I.A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Group, Industrial and Special Classes. 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
165 BROADWAY :: NEW YORK CITY 














PAUL L. WOOLSTON 








Prominent Agents and Brokers 
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INSURANCE EXAMINER, 
ACTUARY AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 











LEON IRWIN & CO., Inc., New Orleans, La, 
REPRESENTING 


American Eagle Auto- National Union New Amsterdam 
mobile-Hariford National-Hartford Casualty Co. 
American Equitable Philadelphia Under- Indemnity Company 


British-Amer. As- writers of America 
surance Stuyvesant Automobile Insurance 

Fidelity-Phenix 

Insurance Underwriters BROKERS’ LINES SOLICITED 





FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind, 
Des Moines, Iowa. 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 
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JULIAN C. HARVEY, F.A.I.A. 


CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 


25 FRANKFORT ST. NEW YORK 
T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bidg., OKLAHOMA CITY, OKLA, 














JNO. A. COPELAND 


Consulting Actuary 
JAS. R. COTHRAN 
Associate 


322 HURT BLDG. ATLANTA, GA. 


F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Acceuntaats 


THE BOURSE PHILADELPHIA 











FACKLER AND FACKLER 
DAVID PARKS PACKLER, F. A. S. 
EDWARD B. FACKLER, F. A. S. 
WILLIAM BREIBY, F. A. S. 


CONSULTING ACTUARIES 
50 BROAD STREET NEW YORK 


WINFIELD W. GREENE 


CONSULTING ACTUARY 
and UNDERWRITER 
Specializing in Casualty Insurance 
and Workmen’s Compensation 
50 BROAD STREET NEW YORK 
Telephone, Broad 2019 











MILES M. DAWSON & SON 
CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 











A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDiS 
Consulting Actuary and Counsellor 
CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place, N. W. Independent Life Building 























FREDERIC S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 


Insurance Exchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 
CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 














A Policy Saved is a Policy Made 
THE OTIS HANN COMPANY, Inc. 


“Life Insurance Service’’ 
10 So. La Salle St. Chicago, Ill. 
“20 Years’ Experience Backs Our Service” 








L.A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South LaSalle St., Chicago 


Successors to 
Marcus Gunn, Consulting Actuary 

















WOODWARD & FONDILLER 


Joseph H. Woodward, F. A. S. 
Richard Fondiller, 
Member of the New York Bar 


CONSULTING ACTUARIES 


Examinations and Audits in all Branches of lnsuraace 


43 Cedar Street, New York 











| W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


| 98 FULTON ST. 25 FRANKFORT ST. 
| NEW YORK 
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W. B. YOUNG 


CONSULTING ACTUARY 
AND ACCOUNTANT 


D. R. McClurg, Associate 
430 Peters Trust Bldg. Omaha, Neb. 
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Examiners and Adjusters 








Tel. Barclay 8534 
CASUALTY ADJUSTMENT BUREAU 


15 Park Row New York City 
Thos. Galbo, Genl. Mgr. 

RELIABLE — INVESTIGATIONS AND ADJUST- 
MENTS BY EXPERTS — QUICK SERVICE — OUR 
REPUTATION is based on past performancer=Weshow 
results. Send for booklet of references. Liability, Com- 

nsation, Auto, Fire and Theft, Collision, Property 
amage, Admiralty, Subrogations, Personal Accident, 
Burglary, Plate Glass. 























Insurance Attorney 








Tel. Rittenhouse 2289-90. 
ACCIDENT ADJUSTMENT BUREAU 
1318 Stephen Girard Bldg. Philadelphia 
Frank R. Ambler, Gen. Mgr. 


Experienced Investigators and Adjusters—Lia- 
bility, Property Damage, Collision, Auto, Fire, 
and Theft, Burglary, Plate Glass, Compensation. 

















Adjuster 








Tel. Mulberry 2613 
NEW JERSEY CLAIMS 


Investigated and adjusted. All lines handled. 
Cooperation and quick results. Thoroughly 
conversant New York and Connecticut. 


J. L. CHEREPY 


Newark, N. J. 





Proctor Building 

















Statisticians 








Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











insurer. He also charged the jury that if the 
insurance company by use of ordinary care 
could have discovered the existence of the mort- 
gage, waiver could be established effectually. 

On appeal, it was held that this instruction 
was erroneous, for the defendant may rely 
upon the insured’s statement and act upon it 
without making any independent inquiry what- 
ever. The only basis for a waiver by the com- 
pany must be either to the in- 
rer or its authorized agents, and not mere 


“actual notice 
su 

. e ” 
constructive notice. 


LIFE 


The policy provided with reference to an 
assignment. “Any assignment of this policy 


must be made in duplicate and one copy 
filed with the company at its home office. 
The company assumes no responsibility as to 
the validity of any assignment.” 

Where a policy of life insurance provides 


that the insured may change the beneficiary 





The Spectator’s Contributions to 
Insurance Progress 


In weighing the merits of publications some 
consideration should be given to what they 
do for the insurance business generally. In 
surance journalism as a private agency con 
tributes as much to the progress of insurance 
as some of the great organizations maintained 
by the business itself. It is in the interest of 
the business that those papers which make a 
real contribution should be supported, even 
though advertising in them does not bring 
large visible returns——The Journal of Com- 


merce. 

The circulation of the publications of 
The Spectator Company, including THE 
SpecraToR, amounted for the past year to 





about 2,000,000 copies, averaging nearly 
10.900 weekly. These standard publica- 
trons, covering life, fire, casualty and 
} miscellaneous insurance, are recognized 
as authorities in their particular lines, 
and many have received the endorsements 
of the United States Government and 
State Insurance Departments. The sta- 
tistical and historical records of the 
various insurance companies, news and 
educational articles, and convincing argu- 
ments rendering the prospect’s mind re- 
ceptive to the solicitation of insurance 
men, are thus given wide public circula- 
tion, constituting the most valuable 
SERVICE to the insurance companies. 











and that such change should take effect only 
from its endorsement on the policy, such 
stipulation is for the benefit of the insured 
and not the beneficiary and may be waived by 
the company. 

In clause 6 of the policy, under the head of 
change of beneficiary, appeared the following 
provision : 

“When 


served, c: in case of the death of any bene- 


right of revocation has been re- 


ficiary vader either a revocable or irrevocable 
designation, the insured, if there be no existing 
assignment of the policy made as herein pro- 
vided, as may, while the policy is in force, 
designate a new beneficiary, with or without 
reserving right of revocation, by filing written 
notice thereof at the home office of the com- 
pany, accompanied by the policy, for suitable 
endorsement thereon. Such change shall take 
effect 
company, and not before.” 


when endorsed on the policy by the 


On June 25, 1921, the insured made an as 
signment in favor of the Bank of Belzoni; 
the assignment was executed in duplicate, as 
required by the policy, the company retaining 
one copy and returning the original to the bank. 

The policy was made payable to Minnie 
Hodges, stated in his policy to be his wife, 
hut who in fact was not such. No endorsement 
of the change of beneficiary was made on the 
policy by the company, but the policy was de- 
livered to the bank as collateral for the loan 
from the bank to the insured. Thereafter the 
insured died and demand was made upon the 
insurance company by the bank for payment 
of the policy. Upon refusal to pay, suit was 
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brought and claim was filed also by Minnie 
Hodges, the beneficiary under the policy, and 
Agnes Hodges, the lawful wife of the insured. 
The company paid the money into court and 
the court gave a peremptory instruction for the 
claimants, Minnie Hodges and Agnes Hodges. 

Held on appeal that, when the insured re- 
served the right to change the beneficiary, the 
beneficiary has no vested interest in the policy. 
The provision in the policy that the change of 
beneficiaries shall take effect only when en- 
dorsed on the policy by the company is for the 
benefit of the company only; and it may waive 
the benefit of this clause, as it did in this case, 
by paying the money into court and permitting 
the parties to litigate over it. 

Judgment reversed and judgment rendered 
here for the appellant, the Bank of Belzoni. 
Bank of Belzoni vs. Hodges (Supt Ct. of Miss., 
Division B), 96 South, 97. 


PROMINENT PATRONS OF LIFE 
INSURANCE 
New Edition of This Valuable Book Lists 
12,000 Names 


\ brand new edition of “Prominent Patrons 


of Life Insurance” has just been issued 


by The Spectator Company. This publication, 
which has long been recognized as one of the 

st canvassing documents ever produced, is 
about double the size of the previous edition, 
containing the names of about 12,000 persons 
who each carry from $50,000 to $4,500,000 of 
life insurance. In addition, there are hun- 
dreds of letters from heavily insured people 
highly commending life insurance as a protec- 
tion and an investment. 

The new book also embraces a division de- 
voted to business or corporation insurance, and 
contains favorable opinions on life insurance 
and portraits of the president of the United 
States and members of his Cabinet, several ex- 
nresidents and thirty-two State governors. 

The information is arranged by geographical 
groups of States, the cities and towns in each 
State being arranged alphabetically, and the 
names of persons located therein are shown 
in alphabetical order, with the amount of life 
insurance carried by each set opposite his name. 

In the partnership and bwsiness corporation 
insurance department, the same general arrange- 
ment is followed, the names and locations of 
concerns for which the insurance is carried be- 
ing listed as well as the names of the parties 
on whose lives the insurance is issued. 

In order to assure the accuracy of the in- 
publishers not only com 
municated with general agents and agents 
throughout the country, thus securing thou- 


formation, the 


sands of new names, but sent personal letters 
to all policyholders listed. The book, there- 
fore, contains the most complete and accurate 
list of largely insured persons ever published. 
“Prominent Patrons of Life Insurance” con 
tains about 400 pages of lists and letters, is 
well printed and durably bound, in convenient 
Its price in limp cloth 
binding is $4, and in flexible binding $4.50, 


size for the pocket. 


with liberal discounts for quantity orders. 











THE SPECTATOR 











State Mutual Life Assurance Co. 


of Worcester, Massachusetts 
INCORPORATED 1844 





Steadfast adherence to the principles of pure mutuality has built up a 
membership of policyholders in this Company who realize the advantages of 
its constructive and progressive policies. 

Home Office cooperation with the Field Force has created a selling organi- 
zation with which it is both pleasant and profitable to be associated. 

B. H. Wright, President D. W. Carter, Secretary 
Stephen Ireland, Superintendent of Agencies 














“SOUTHERN LIFE AND HEALTH INS. Co. 
““Oldest and Best’ 


Has openings for good debit men and business 
producers. 
P. O. BOX 884 BIRMINGHAM, ALA. 


THE 


Boston Mutual Life Insurance 
Company 


“The Company of the 


77 Kilby Street Priest BOSTON, MASS, | 


H. O. EDGERTON, President Bac. MANSFIELD, Sec’y & Treas, ; 

ROBERT KING, Supt. of Agencies : 

A corporation organized and operating under the Insurance laws o | 

Massachusetts. All desirable forms of up-to-date contracts issued, 7 
CORRESPONDENCE SOLICITED 

Boston Mutual Contracts in their wording are perfectly simple and they 
benefits SIMPLY PERFECT. 














An Enviable Reputation 


Great-West Life policies are planned on the broadest principle of service to 
policyholders. The company bears an enviable reputation for low expense 
rates, extremely low premium rates, and large profits to policyholders with com. 
plete provision for protection. 


For full particulars of rates and plans write to 


THE GREAT-WESS LIFE ASSURANCE Co, 


HEAD OFFICE—WINNIPEG 











EXCELLENT OPPORTUNITY 


tor Keliable, Energetic men to represent us in the states ot! 
illinois and Missouri with direct Home Office contracts. Libera! 
policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORANS 
Clarence J. Daly, President DENVER, COLORADO 


THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 
Largest Fraternal Benefit Society for Women in the World 


A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $16,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 
MISS FRANCES D. PARTRIDGE 
Supreme Record Keeper, Port Huron, Mich. 





MISS BINA M. WEST 
Supreme Commander, Port Huron, Mich. 


THE SIGN OF GOOD CASUALTY INSURANCE 








LIABILITY BURGLARY 
ACCIDENT CREDIT 
HEALTH Sk Ve BOILER 
AUTOMOBILE . <A ae, Og LANDLORDS 
TEAMS i te phew ELEVATOR 
COMPENSATION “Ge, NASR GENERAL LIABILITY 
pee AS EN 
f <a: ws Tk = 


Established 1869 


LONDON GUARANTEE & ACCIDENT 00., Ltd., °Ewetano™ 


Head Office: CHICAGO, ILL, F. W. LAWSON, General Manager 





F. J. WALTERS, Resident Manager, 90 Maiden Lane, New York. 
Philadelphia Branch Office 
Wood Building, 512-514 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers, 145 Milk Street, Boston, Mass 








Service of Quality to Policyholderg 
Contracts of Superiority to Representatives 


NATIONAL 
CASUALTY 





Have two 


Write for information relative to open territory. 
= — agencies with business established where change i: | 
lesired. 4 











THIS YEAR 


New England Mutual Life Insurance Company 


of Boston, Massachusetts . 


Completes Four-Score Years of Public Service 





This Company, the First Mutual, is 
Young in Spirit and Progressive in Action 


1843 — Eightieth Business Year — 1923 








— 











UNUSUAL OPPORTUNITY 


A highly successful company desires the services of an 
agency manager, preferably one with executive ability. 
Want a man in the thirties or early forties, who can procure 
agents and handle them. Must be experienced and desirous 
of making permanent connection with advancement. Address 
all communications, giving qualifications, experience, and other 
information to 

ROCKY MOUNTAIN, 


Care of THe SPECTATOR. 











GENERAL AGENCY OPENING FOR 
NORTHERN WEST VIRGINIA 
Two good personal producers may combine 
to get contract. 


If you cannot produce personally do not 
apply. 


Address West Virginia, care of THE SPECTATOR, 
P. O. Box 1117, New York City, N. Y. 











YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 


Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 

















§ 


Thursday 7 








1 |] 











Phursday | 


——— 
— 


ANCE 


, MASS, 


: Treas, 


> laws of 
ts issued, 


> and their 


SNES, 
———— 


l 


rvice to 
_expense 
ith com- 


; CO, 


a, 
—————_ 








Have two 
change i: 











any 








f an 
ility. 
cure 
irous 
dress 
ther 


l 


1e 
ill 


7» 











July 5, 1923 


——— 








Sr eC TArTOR 











EME TS 


A Big Boom in Business 


New business written during recent months 
is DOUBLE the same period of last year. 


A POPULAR POLICY that gets the at- 
tention of the insurance buying public 


AND 


BIG COMMISSIONS that make it worth- 
while to the salesman are the reasons for 
the increase. 


Specimen Rate 
Age 35—$16.30 per $1,000. 
Important districts open in Western Michi- 


gan, Northeastern and Eastern Indiana, 
Portions of Missouri and Kansas. 


National Life Association 


Des Moines Iowa 














THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 
135 William Street 


Chicago Office 
New York 


Insurance Exchange 


The Home Life Insurance Company of America 


Incorporated 1899 

PROTECTS THE ENTIRE FAMILY 
This Company issues all modern forms of policy contracts from BIRTH 
| to 60 years next birthday. 
INDUSTRIAL POLICIES are in FULL IMMEDIATE BENEFIT from 
date of issue and are up-to-date in every respect. 
ORDINARY POLICIES contain valuable SPECIAL DISABILITY and 
TOTAL AND PERMANENT DISABILITY CLAUSES and DOUBLE 
INDEMNITY FEATURES, and are guaranteed by State Endorsement. 

A Home Life policy brings peace of 

mind to the man who loves his family. 





Basil S. Walsh, President P, J. Cunningham, Vice-President 
Joseph L. Durkin, Secretary John J. Gallagher, Treasurer 
Dr. E. Bryan Kyle, Medical Director 


Independence Square Philadelphia, Pa. 





ACACIA MUTUAL LIFE ASSOCIATION 


THIS DID NOT HAPPEN BY CHANCE 
New Insurance Issued in 1922............ $38,942,000.00 


Gain in Insurance in Force............... 21,462,805.00 
Insurance in Force December 31, 1922... . 122,685,100.00 
PU 552 5 se os eR Lee 6,828,344.87 
Increase in Assets..............cccccecees 2,214,850.30 
Increase in Reserve.................e2e0- 1,683,761.00 
Increase in Surplus. ............cccceece: 431,446.67 


UNEXCELLED LIFE INSURANCE PROTECTION— 

LO"/EST NET COST—ABSOLUTE SECURITY—PER- 

FECT SERVICE—SQUARE DEALING—A SATISFIED 
FIELD FORCE 


WILLIAM MONTGOMERY 
President 


Homer Buildin: 
Washington, D. C. 

















Agency opportunities in the following 
States: Missouri, Kansas, Texas, Okla- 
homa, Illinois, Minnesota, Ohio and West 
Virginia. Additional States will be 
opened for the right producer. 

EARN AND LEARN 

LEARN through our Agency Correspond- 

ence Course. 
EARN through our LIBERAL agency 
6T LOUIS, MISSOURI contracts. 
SELECT your own territory. 
REDUCE your rejections through our Sub-Standard arrangements. 
FINANCE yourself, or we will. 


Get busy at once, write, Frank W. Engel, Agency Manager 


AMERICAN NATIONAL ASSURANCE CO, 











ST. LOUIS MISSOURI 








FIDELITY GUARANTEE 
By F. D. McMillan 


An English work describing the conduct of the busi- 
ness of fidelity insurance, comprising parts devoted to 
COMMERCIAL GUARANTEES; 
GOVERNMENT AND HIGH COURT BONDS; 

C. I. I. EXAMINATION PAPERS. 

Contains 242 pages, in buckram binding. 
PRICE, $6.00 


THE SPECTATOR COMPANY 
Sole Selling Agents 


CHICAGO NEW YORK 

















FIELD PRACTICE 


AN INSPECTION MANUAL 
For Property Owners, Fire Departments and Inspection Offices 
1922 Edition 
This well-known pocket manual is a standard guide in relation to common fire 
hazards and their elimination or reduction, and also as to 
Fire Protection and Upkeep. | : ; ' ‘ 
The general subjects which are treated in much detail in this valuable — are: 
ighting Hazards—Heating Hazards—Miscellaneous Stationary Heating Devices Requiring 
ete tol Com : ly Found Miscell Hazards—Power Hazards—Chemicals, 
Paints and Oils—Spontaneous Ignition and Dust Explosions—Care and a 
Chimneys and Flues in Dwellings—Dwelling House Hazards—Automatic be ote ar — 
Supplies to Automatic Sprinkler Systems—First Aid Fire Appliances—Fire Protection in Genera) 


Price per copy in substantial binding, $1.50 


THE SPECTATOR COMPANY 














CHICAGO NEW YORK 























THE SPECTATOR 
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QUINQUENNIAL NUMBER 
of THE SPECTATOR 


A very extraordinary issue of THE SPECTATOR has been recently 
issued. This number, known as the QUINQUENNIAL, with 
nearly 200 pages of articles and money-making ideas, represents 
the acme of insurance journalism, and marks the fifty-fifth 
anniversary of our weekly paper. 








The special Edition of THE SPECTATOR is 
unusual in more ways than one. I imagine 
that the most striking illustration of what I 
mean would be to compare your quarter 
century edition with your last Quinquen- 
nial Number, for it would spell advance in 
every branch of insurance. It has an 
abundance of splendid material for salesmen 
and gives an historical picture of the entire 
insurance business—Wvnslow Russell, Vice- 
President and Agency Manager Phoenix 
Mutual Life. 











To receive this incomparable de luxe number, selling at one dollar, 
fillin the attached blank. We will send you the QUINQUENNIAL 
NUMBER free and send you THE SPECTATOR weekly for one year 
billing you only four dollars, the regular subscription price. 


THE SPECTATOR COMPANY 
135 WILLIAM ST., NEw Yor« 
Please send me your QUINOt 
SPECTATOR weekly for one year billing me for four dollars. 


ENNIAL NUMBER free and also THE 


Name 


pS ere 


THE MUTUAL LIFE OF ILLINOIS 


HOME OFFICE: 
SPRINGFIELD, ILL. 


An ‘‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
of policies. 
Good territory in Illinois still open. Will | 
be pleased to hear from anyone interested [| 





i 





























UBLICATIONS OF C. & E. LAYTON. 


a The undersigned are sole agents in the United States for the old estavlished 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
waluable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORMx 








THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


Ideal contracts in a square=deal company 
E. J. HEPPENHEIMER, President 4 


GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S. R. DROWN, Supervisor of Agencies ‘ 
HOME OFFICE, JERSEY CITY, NEW JERSEY 

) 0 contracts fer men of good reputation. 
“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Manager | 








WE WANT AGENTS 


to push our five-point-nine policies. . | 
Excellent Iowa territory and liberal 


Home Office—Register Tribune Bldg.—Des Moines, lowa 














“WHAT YOU ARE 
GOING TO SELL” 


This booklet written by W. R. Letcher 
STARTS THE NEW AGENT RIGHT 
AND 
SAVES THE GENERAL AGENT’S TIME AND 
ENERGY 
It presents in clear, understandable language 


JUST THE INFORMATION THE NEW AGENT NEEDS 
and prepares him for 


FIELD WORK AND MORE ADVANCED STUDY 
PRICES: 
Sample copy 50 cents 


12 Copies $5.00 100 Copies 
25 Copies 9.00 500 Copies 
50 Copies 15.00 1000 Copies 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


GENERAL CASUALTY 
and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


INSURANCE oo —— - 


606 Woodward Ave., Cor. Congress Detroit, Mich. 














ESSENTIALS OF THE FIRE INSURANCE BUSINESS 


By Edward A. Ketcham 


A 400 page book designed for the use of officials, employees 
and students of the fire insurance business. Insurance ac- 
counting, executive work, hazards, building construction and 
many other topics covered. 


Price: $4.50 Per Copy 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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